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ry Little wonder that Gas Control by Reynolds 
is so universally popular. It meets every re- 
quirement for the work it is designed and 
built to handle. REYNOLDs builds a complete 
line of Regulators from one-ton capacity 
down to inches W. C. 
If you have a Gas Control problem, let 
the Reynolds Engineering Department help 


you solve it. Write. 


RECOGNIZED GAS CONTROL SINCE 1892 


REYTIOLDS GAS REGULATOR COMPANY 
ANDERSON, INDIANA, U.S.A 


SVT ANMNCH OFFICES 


Dwight Building, 

Kansas City, Missouri 
Second Unit, Santa Fe Bldg., 
Dallas, Texas 


PrrPRESENTATIVES 


Eastern Appliance Co., 
Boston, Mass. 


Wm. A. Ehlers, 49 S. Clinton St., 


E. Orange, N. J. 


From its very beginning Pittsburgh Equitable has consistently appropriated 
every available scientific means to maintain the high character of its products 
—in design and manufacture—and to extend the scope of their applicability. 


Skilled chemists and versatile research engineers, many of whom have grown 
up with the meter industry, are constantly at work in the chemical and physical 
laboratories in our own plants testing and seeking better raw materials and manu- 
facturing processes for EMCO products. At their command are all the resources 
possible for an industrial plant to provide. Nevertheless, the desire for still greater 
and faster progress has impelled us to acquire even more highly specialized re- 
search facilities. 


A Fellowship on Meter Technology has, therefore, been established by 
Pittsburgh Equitable at Mellon Institute for Industrial Research. The incumbent 
of this Fellowship is an able scientist—a man of broad technical training and prac- 
tical experience here and abroad in relevant fields of chemistry—a recognized 
authority on synthetic plastics; and he will, of course, have the cooperation of other 
specialists in the Institute. Among the first projects to be investigated is the de- 
velopment of materials suitable to replace the present variable and unsatisfactory 
leather diaphragms used in gas meters. 
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coast to coast Operating 

for se igineers have found one way 
its to. minimum. of making CLEAN gas certain. 
lance are equipping exclusively 

B aw -Knox Gas Cleaners. 

ind it’s profitable to follow 

d. See for yourself that 

S flows, demand grows”. 


GAS CLEANERS 


BLAW-KNOX DIVISION of Blaw-Knox Company: FARMERS BANK BLDG.- PITTSBURGH, PA. 
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QUIET POSITIVE ACTION 


The B-60-4 is a gas-actuated control having all the 
inherent advantages of electric control. lt generates 
its own current. Valve is of diaphragm type, pilot- 
operated by a sensitive, rugged pilot valve exclu- 
sively developed and used by General Controls. 
Fast-acting integral thermostat. No noise of any 
kind starting, stopping or operating. Valve is either 
on or off and does not throttle. Bleed gas occurs 
only during opening cycle for one second. Dia- 
phragm rupture causes valve to close. Failure of pilot 
flame also causes valve to close. 


Rly 


NOW MILLIONS OF SMALL HOMES 
CAN AFFORD AUTOMATIC GAS HEAT! 


Precision Temperature Control at Low Cost... 
with the Amazing New General B-60-4 Control 


The new GENERAL B-60-4 brings automatic gas heat within the means of 
anyone who can afford a gravity furnace, a floor furnace or simple space 
heater. This amazing control is entirely gas-actuated—its efficient pilot burner 
generator supplies the current for positive valve operation—no other source 
of current is necessary! 

The first cost is low, and the self-contained unit can be easily installed by the 
gas fitter. No operating cost. 


The integral thermostat operates on a total differential of one half degree— 
an extremely important feature in controls mounted close to the floor. The 
result is positive room temperature control and absolute elimination of cold 


seventy—at a cost every home can afford. ANOTHER GAIN FOR GAS! 


FULLY TESTED AND PERFORMANCE-PROVED 


This valve is new only to the trade... it has been tested over a period 

of more than a year and proved 100 per cent positive. 

A new bulletin has been prepared giving complete information on the = 
General B-60 series. A copy may be had by writing the General Controls ge 
Co., 450 East Ohio St., Chicago, Ill. Direct factory branch offices in ) 

New York, Cleveland, Chicago, Detroit, Houston, Los Angeles, San Francisco. 


SEND FOR NEW BULLETIN—NOW! 
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they should. 


You must depend on your manufacturing 
and purifying equipment to produce the 
clean, quality gas now demanded. In 
many cases, this means modernization of 
and additions to your present facilities. 
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To assist you, Semet- Solvay offers you the 
benefit of wide experience in designing, 
fabricating and constructing equipment for 
| the manufacture, cleaning and purification 
of gas to meet specific requirements. 


— : 
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Whenever you are considering changes or 
additions to your plant, make your prob- 
lems known to us. Our complete organization is at your service. 
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BUT...DO YOU SELL. 
THE CLEAN GAS IT DEMANDS? 


Distributing clean gas, of uniform quality, is the only sure way to keep the 
users of C. P. Equipment well-satisfied ...to keep their appliances operating as 
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SEMET-SOLVAY 
EQUIPMENT 


FOR CLEANER GAS 


WASHER COOLERS 


Remove Tar 


MULTIPLE WASHERS 


Remove 90% of remaining Tar 


NAPHTHALENE SCRUBBERS 


Leave less than 4 grains per 100 cu. ft. 


GAS PURIFIERS 


Remove H,S 


CONDENSERS 
Cool the Gas 


and 


SEMET-SOLVAY 


WATER GAS MACHINES 


FOR LOWER PRODUCTION COSTS 
AND UNIFORM QUALITY GAS 


SEMET-SOLVAY 


CORPORATION 


i Engineers 


40 RECTOR ST. 


Contractors 


NEW YORK, N. Y. 
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“Performance 
| exceeded our 
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Battery of 5 CLARK 600 H.P. Super- 
2-Cycle “‘Angle’’ Compressors, Mem- 
phis Natural Gas Company Booster 
Station, Wilmot, Arkansas. 


At right: 6-cylinder, 600 H.P. 
CLARK “Angle.” Also built in 2, 3, 4, 
and 5-cylinder sizes, ranging from 200 


ot the statio 
expectations” 


writes H. C. Wallace, | 
Vice-President, Memphis Natural Gas Co. 7 ry r' 


“Angle” Compressors at the Wilmot, Arkansas, Booster Stati 
of the Memphis Natural Gas Company—H. C. Wallace, View 
President of the company, writes us: 


[° response to an inquiry regarding the performance of the 


“Replying to your inquiry concerning the performance of Clark 
“Angle” Compressors and our opinion of this equipment: 


“As you know, in the summer of 1937 we constructed a compressor 
station on our main line at Wilmot, Arkansas, equipped with five — Main Compressor Building and Meter Sune ee 
600 H. P. Clark “Angle” machines. This station was completed in  § [RAYAPTIMOTULLRECLOMTIILE MLE CMa TTL mee” 
the fall and placed in service December 1, and was operated at ; made possible by compact design of the CLARK [| 
capacity from then on through the period of our heavy peak de- 2 
mands until ‘about March 15. During this time we experienced no 
operating difficulties of any kind, and the performance of the station 
generally exceeded our expectations. We found this equipment Stlmag oe 
particularly adaptable to our service due to the flexibility of the units Bere | 
and the short time required for them to come on and go off the line. +2, 19 - 
“By the use of this equipment at this particular point we were 
able to effect a considerable saving, due to the compact design of 
the plant, which was made possible by the use of this particular 
type of equipment. 
“This summer we have inspected the compressors and gas 
engines carefully and find that there has been no appreciable wear 
due to the season's operation, and nothing but ordinary mainten- 
ance has been required. As a result of this first year’s experience, 
we believe that your prediction regarding low maintenance cost 
at this station will be realized.” 


CLARK “Angles” are bringing users three great savings: On 
Installation cost because compact design saves on transportation, 
foundations, and building: on Operation because CLARK Super-2- 
Cycle Fuel Injection saves 1/3 on fuel, giving 4cycle fuel economy: 
on Maintenance due to the rugged simplicity of CLARK 2-cycle 
design. 


Write for our new catalog; also our 20-page booklet giving com- 
plete engineering description of the Wilmot Station. 


CLARK BROS. COMPANY .. Olean, New York, U.S.A. 


Export Office: 30 Rockefeller Plaza, New York. Midcontinent Sales Offices and Ware- 

houses: Tulsa, Okla.; Dallas and Houston, Texas. West Coast Office: Smith-Booth- 

Usher, 2001 Santa Fe Ave.. Los Angeles. Foreign Offices: 72 Turnmill St, E. C. 1, 
London, England: 4 Sir. General Poetas, Bucharest, Roumania. 
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Pe tone 
General view of Wilmot Station, showing. cool- 
ing tower, main compressor building and auxiliary 

building. 


GAS-October 1938 


See 


Application by stationary machine in yard or along right of way. 


Protection Under All Conditions Applied 
By Modern Methods 


Underground Steel Protection 


NO-OX-ID Formulas are manufactured to meet all conditions of underground pipe corrosion as well as proper meth- 
ods of application. 


NO-OX-ID is built to meet your specific requirements. It may be applied by the hot method or the cold method,— 
by machine or by hand. Ease of application and maximum protection are available in NO-OX-ID Wrapping Mate- 


rials, together with high dielectric strength and moisture resisting qualities over a long period of time. 


Engineering facilities for recommendations available. 


Dearborn Chemical Company | 
310 So. Michigan Ave., Chicago 


LOS ANGELES: 807 Mateo Street. Phone TRinity 3385 SAN FRANCISCO: 421 Bryant Street. Phone SUtter 8688 a 


Application by traveling type of coating and wrapping machine. 


GAS-October 1938 


Pai aaa, «FS « 


HE PLACE OF 


IPE 


OR weighing, nothing since biblical days has supplanted 
the beam balance with two scale pans. For underground 
mains the standard material today, as for two centuries, is 
long-lived, economical cast iron pipe. 

If you want proved long life and maintenance cost that 
result from effective resistance to corrosion—assured safety 
margins for impact, beam load and crushing stresses—and 
permanently tight joints—then you will agree that nothing 
takes the place of cast iron pipe. Some materials meet some 
of these requirements but only cast iron pipe meets them all. 


THE STANDARD MATERIAL 


FOR UNDERGROUND MAINS 
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Close-up view of assembling joint on installation of me- Look for the “Q-Check” registered trade mark. Cast . 
chanical joint cast iron gas main at Little Rock, Ark. iron pipe is made in diameters from 11, to 84 inches. 


THE CAST IRON PIPE RESEARCH ASSOCIATION, THOMAS F. WOLFE, RESEARCH ENGINEER, 1013 PEOPLES GAS BUILDING, CHICAGO, ILLINOIS 
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NATURAL GAS 


... the Fuel with Uses as 
Varied as the Demands 
of Home and Industry 


In response to the diverse needs of our 
modern civilization, this perfect fuel finds 


an ever-widening sphere of usefulness. 


Thoroughly dependable and economical, 
Natural Gas provides a ready service... 
in the home for cooking, heating, refrig- 
eration; in imdustry for manufacturing, 


refining, conditioning and research. 


Annual consumption, reaching a total of 
some two and one-half trillion cubic feet, is 


true evidence of its versatility and value. 


COLUMBIA 
SYSTEM 


AA ATION CUA 


COLUMBIA GAS & ELECTRIC 


CORPORATION 
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ODAY’S higher pressures, heavier 

trafhe vibrations, and sudden 
shocks make steel pipe more impor- 
tant than ever. Only steel can offer 
you the extra strength you need for 
mains, laterals, and service lines. It 
gives you the most service per dollar of 
cost—the greatest safety that money 
can buy. 


STEEL Gas Mains cost less to lay 
because steel pipe is lighter and easier 
to handle and is available in lengths 
as great as 40 feet, that reduce the 
number of joints per mile. 


STEEL Gas Mains cost less to 


maintain because steel is not only 


Uss 


Columbia Steel Company, San Francisco, Pacific Coast Distributors =. 


strong, but also flexible. It prevents 
sudden ruptures, and the resultant 
repair and damage costs. [Traffic vi- 
brations, earth settlement, and even 
sudden shocks can never cause disas- 
trcus, abrupt failures. 


STEEL Gas Mains have smooth 
surfaces that are ideal for the applica- 
tion of various coatings, which may 
be needed where soil conditions are 
highly corrosive. 


Write for complete information on 
NATIONAL Steel Pipe. The Nationa. 
organization is equipped to serve you 
speedily, efficiently, and in exact ac- 
cordance with your requirements. 


PITTSBURGH, 


UNITED STs 


United sa Stee veeceete cae New York Export Distribut 


FOR HIGH GAS PRESSURES 


For handling abnormally high gas 
pressures, we recommend Na- 
TIONAL Seamless Pipe, a pipe that 
is made without welds, by pierc- 
ing solid billets of highest quality 
steel. This pipe removes all pos- 
sibility of localized weakness, 
and assures full wall strength 
throughout. NATIONAL Seamless 
is available in sizes up to 24-inch 


O.D. Write for Bulletin No. 23. 


all 


NATIONAL TUBE COMPANY 
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Wherever There is Yas | 


..... there's BAS 


G AS continues to cover the Gas Industry more and more completely, as shown by 
the map below. Figures in red are for June 30, 1938; those in black, for June 30, 1937. 
GAS scores again as the fastest-growing publication in the Gas Industry— 
REGISTERING A 63°% GAIN IN CIRCULATION DURING THE PAST FIVE YEARS |! 
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Figures on Map 

denote the number of paid subscrib- The Total Circulation 
ers to GAS in each section of the distribution of G A S for the first six | 
months of 1938, averaged 4977 F 


United States. Red figures are for 
1938—black figures for 1937. 


copies per issue. 
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The NATIONAL Gas Magazine 


810 S. Spring St. 


1064 Peoples Gas Bldg. 
Los Angeles 


Chicago 


489 Fifth Ave. 
New York 
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Tuts ADVERTISEMENT urging the sale of auto- 


matic hot water heaters reaches over 25,000 


better master plumbers throughout the country. 
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the Gas Industry... 
THE UNIVERSAL 
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The Universal CP line of gas ranges 
represents the accomplishment of an 
objective, namely the production of | 
gas ranges that not only give new | 
efficiency and economy of operation, \ 
but also a new and higher standard ¢ 
of cooking performance. Universal ~ es  coneneie = 
CP Ranges not only meet specified DALTON ip pepeeer arene 4 
technical requirements of operating a dey: WR net 
efficiency, but of even greater im- | 

portance, they give positive guaran- 
tee of uniform, successful cooking 


results, whether the food be oven 
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cooked, broiled or prepared on the So : 
cooking top. Smart, styled in the 3 = 
modern tempo, the Universal CP line a | OXFORD 

b beer | UNIVERSAL 


is modern cooking equipment on 1 
“dress parade.” It brings to the con- i 
sumer a new interpretation of gas , 
service. It typifies the greatest ad- OD —— | 
vancement in gas service. Itis“tops” |(\__ | 

in service, utility and performance, 

as well as beauty of appearance. 
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BURNER—gives positive, UNIVERSAL 
uniform, balanced heat 

distribution. 
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October, 1938 


By CLIFFORD E. PAIGE 
President, The Brooklyn Union Gas Company 


OW indicative of stability, soundness 
and progress in any business is sales 
volume? Sales volume connotes vitality, 
resilience and enthusiasm. No place for heavy- 
eyed despair with the bright, smiling con- 
fidence of aggressive sales policy and result. 

Sales volume—the cleansing bloodstream 
which purges of poison and pessimism. 

Technical progress may lag, regulatory re- 
quirements become onerous, taxes climb high 
and ever higher—but when sales are up, busi- 
ness carries on. 

Demonstrations of these facts, widely and 
recently seen in the gas industry, bring in- 
centive and inspiration to each of us. 

Even the doubters have had to acknowledge 
that gas “has something.” How else in the 
face of a most acute “recession” could gas 
companies sell more appliances than ever 
before? The appliances have to be good, the 
servicing has to be nearly perfect, the selling 
effort remarkable; but over and above the 
whole thing, the customer has to want your 
product. 

This is what sells gas. 

And now other fuels have resorted to half- 
truths—and some not even half—to break 
down the hard-won prestige of gas service. 
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And some Johnny-come-lately may say the 
gas business is decadent. 

Not any more. 

The most powerful sales ally any business 
ever had is the customer. 

The customer sells gas refrigeration, the 
customer sells gas house heating, the cus- 
tomer sells gas water heating, and the cus- 
tomer sells gas cooking. We help and we work 
hard to help, and our latest and perhaps our 
greatest achievement may be the “CP” 
Range. We cannot forget the gas flame that 
makes ice, and we'll not overlook the match 
lighted in October and extinguished in April. 
These things met the need of the hour and 
how marvelously they met it. 

The “CP” Range meets the need of the 
future. 

The range of tomorrow—available today. 

Who said romance is dead! 


| 
| 
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Reliance engineers have been studying the practical 
and theoretical problems of gas regulation for twenty- 
eight years. 


In that time they have designed every type and size of 
regulator needed in domestic, industrial and distribu- 


tion service. 


The Reliance factory is fully equipped with modern 
tools and machinery for the manufacture of regulators 


] | | 'F to precision standards. 


Exclusive improvements covered ky patents 
give Reliance Regulators larger capacity 
than other regulators of the same size, to- 
gether with accurate pressure reduction, 
positive lock-up and long life with minimum 
maintenance expense. 


Reliance Regulator Corporation 
1000 Meridian Avenue, Alhambra, California << ss 
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Thermally Thinking 
By Stanley Jonks 


Editor 


: “The Gas Industry Marches 
Marching On On,” we are told, is the 
theme of the A.G.A. An- 
nual Convention at Atlantic City this month. In 
other words, to be the nation’s fuel bin is still our 
objective. The program prepared by Chairman 
George F. Mitchell and his associates on the Con- 
vention program committee amply reflects this 
determination. 

It is with more than ordinary pleasure that we 
present one of the gas industry’s outstanding lead- 
ers in its forward march as our Guest Editor this 
month. 

Clifford E. Paige, president of the Brooklyn Union 
Gas Co. and former president of the A.G.A., needs 
no introduction to progressive gas men. In fact, 
his is an international gas industry reputation. Mr. 
Paige represented the American gas industry at the 
organization of the International Gas Union in Lon- 
don in 1931, and three years later, again answered 


the roll for us, when the International Gas Union. 


met in Zurich, Switzerland. 

What he has to say, therefore, at this or any 
other time, is of great significance, but never, I 
believe, has he spoken more opportunely than he 
does now on a preceding page. To all gas men, 
his words are a rousing call to action, the considered 
expression of a leader at a time when positive action 
is imperative. 

Admittedly the times have been hazardous and 
uncertain. Many utility men, as one of them re- 
cently put it to me, have thought it wise “to sit 
tight and not rock the boat.” Such a policy might 
have been judicious when the political winds (and I 
mean “winds”’) were blowing, but, continuing the 
nautical simile, the seas are calmer now, our ship 
of industry, storm-battered though it is, is quite sea- 
worthy, and the land we still seek where chimneys 
smoke not and solid and liquid fuels are an abomina- 
tion, is still beyond the horizon. 

“Our job is a selling job” keynoted Chairman 
Bob Hendee at the Natural Gas Department Con- 
vention in New Orleans. President Norman R. 
McKee at last month’s convention of the Pacific Gas 
Association at Santa Barbara (a report of which 
appears in this issue), developed the sales theme in 


typical style. Walter C. Beckjord at the recent 
Empire State Gas and Electric Association Conven- 
tion at Lake Placid presented a splendid study of 
the gas industry showing that the time has now 
come for us to cash in on our technical skill and 
accomplishments and fight our way forward with 
more and better sales technique in today’s and 
tomorrow’s battle of the fuels. 

These men, Messrs. Paige, Hendee, McKee and 
Beckjord are broad-gaged gas executives. They 
have more than a departmental viewpoint of the 
industry, and when they are so unanimously agreed 
that tickets to our industrial prosperity are sales 
tickets, duly completed and representing added load 
on our gas mains, they strike, I submit, the real 
note behind our industry’s convention theme “Gas 
Marches On.” 


It has been a favorite de- 
vice among demagogic poli- 
ticilans to assail industry, 
big business or private en- 
terprise ... call it what you will... since industry 
graduated from its homestead days. The real trouble 
politically and economically develops when the 
public hears and believes these politicians. 

Since the new dealers began to sell “Arcadia”’ 
to the masses, industry has been in the doghouse. 
The fount of all real wealth has been labeled the 
fount of all wickedness. Many otherwise reasonable 
people have come to believe this. Why? There 
are many reasons, but I feel one of them is simply 
this. We have failed to explain ourselves simply 
and clearly to the public. Industry is misunder- 
stood because it is not understood. I blame the 
opaqueness of average earnings reports and financial 
statements in a great measure for this condition. 

A case in point is a recent personal experience. 
As a microscopic stockholder in one of our larger 
industrial corporations, I received a letter with a 
proxy form attached. The letter advised me that 
it was proposed to revamp the corporate structure, 
but the whys and wherefores might just as well 
have been written in Double Dutch as far as I was 
concerned. I read that letter three times but was 


Explaining 
Ourselves 
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none the wiser, and finally decided to take it to my 
broker to have him translate it for me. I didn’t 
happen to make it and that night I saw that my 
stock had gone up 114 points, so I concluded the 
change was probably desirable. Then I mailed my 
proxy, for the special meeting was called at an 
impossible place and at an impossible time. The 
average financial statement, and broker friends bear 
me out, is unintelligible to the average man or 
woman. And yet it’s the Message to Garcia of 
private enterprise. No wonder the man in the 
street can so readily be sold the idea that corporate 
industry is a bottomless gold mine juggling millions 
around for the benefit of the few and the impover- 
ishment of the many. 


It was, therefore, with a deep sense of apprecia- 
tion of its merit that I read the explanation of its 
statement of operating results, personally prepared 
by our guest editor, Mr. Paige, for the employees 
of the Brooklyn Union Gas Co. It is reproduced 
on page 43 of this issue. Even I, whose fiinancial 
obtuseness must now be apparent, could thoroughly 
understand it. That employees have welcomed it 
and read it with great interest is shown by the bar- 
rage of requests for further information which 
have been received. Such employees, intelligently 
posted in the true financial condition of their com- 
pany, with a real appreciation of its difficulties and 
problems, are better and more useful employees 
through this knowledge. Their capacity as good- 
will ambassadors to the public at large is greatly 
improved. The item of taxes paid is alone an eye- 
opener. It brings you up with a jerk when you 
realize that 17.5c out of every dollar of gross 
revenue is paid by The Brooklyn Union Gas Co. to 
some governmental tax-collecting body. I suggest 
you study this explanatory statement for it must 
represent a condition that is fairly general through- 
out the industry. 


; Mr. Paige, our guest editor, 
Incidentally mentions the “CP” gas 
range. His company sold 90 
“CP” gas ranges during the first three weeks of its 
campaign in August, which is a normally dull gas 
range season. And if there is any place in the 
United States where the competitive fuel lads are 
more aggressive than in Brooklyn, I would certainly 
like to hear of it. 


A so-called combination 
company, with any sense 
Company and of appreciation of its gas 

service at all, should sell 


Gas Refrigeration 
and promote gas refrigera- 


tion. I took that stand years ago when I was a 
combination utility man myself, and nothing to date 
has changed my viewpoint. In fact, with the pass- 
ing of the years, I could qualify as a charter mem- 
ber of any “I-Told-You-So” society in this respect, 
for the logic of gas refrigeration in a combination 
utility operation has proved itself beyond all doubt. 


In those early days, when the gas refrigerator 
was admittedly an operating headache, it took con- 
siderable courage (said he, modestly) to turn from 
the inviting path of least resistance, and let a well- 
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organized and plentifully promoted electrically- 
driven refrigerator take care of itself, while we 
pioneers for gas, sweated to convince an electrically 
bedazzled populace that the miracle of cold from 
heat was no pipe dream but a splendid reality. In 
those days, there must have been at least 20 elec- 
trical refrigeration promotional dollars to every one 
gas refrigeration dollar. Big odds to buck, but 
boiled down, it resolved itself to the plain fact that 
no matter whether we as a combination company 
sold the electrically-driven type or not, they would 
be sold, whereas if we did not pioneer the gas re- 
frigerator, nobody else could afford to do so, and 
none would be sold. 


But there was a more fundamental reason than 
this. The gas business was (and still is) definitely 
handicapped by the relatively few applications it 
had in the home. It needed more “increment” uses 
for two reasons. One to insure the “base” cooking 
load, and the other to make the costs of “‘incre- 
ment”’ uses lower. In other words, when it came to 
“increment” uses like water-heating, space-heating 
and miscellaneous other uses, these had to be se- 
cured in a highly competitive fuel market. A 
further popular use for gas in the home, would 
make it possible for us to reduce the cost differen- 
tials on our “increment” load, and put us in a more 
favorable position to meet and beat our fuel com- 
petitors. That is how we saw it. At the time, there 
were many combination men who magnaminously 
.... perhaps I should have said bumptiously .... 
stated that they sold both types, and the customer 
could have his choice. It was a lot of self-hypnotic 
hooey if said sincerely, for after investigating many 
such situations, I invariably found the gas refrig- 
erator a very poor second as the sales boys merrily 
stepped out along the line of least resistance. 


The swing from electrically-driven to gas refrig- 
eration by many combination companies within the 
last few years, definitely indicates that a true ap- 
preciation of the merits of gas refrigeration in the 
combination picture, has taken shape. The value of 
the gas refrigeration load has been established. It 
is one of the industry’s “Big Four” major domestic 
loads. 


It was a great pleasure to 
meet in person the author 
of the cookbook which has 
been used so much in my 
home, when I shook hands with George Rector at 
the luncheon given by the Board of directors of Gas 
Exhibits, Inc. to members of the Boards of directors 
of the A.G.A. and A.G.A.E.M. in the Terrace Club 
of the New York World’s Fair, September 8. Mr. 
Rector, as you know, has been engaged to be the 
official host at the gas industry’s “Court of Flame” 
exhibit during the World’s Fair. 


Mr. Rector’s great national reputation as a lead- 
ing expert on the preparation of food, plus his 
charming personality, will be a big asset to an 
industry, whose own bread and butter depends on 
its ability to sell its services for cooking. Hugh 
Cuthrell, president of Gas Exhibits and his fellow 
directors are to be congratulated in securing Mr. 
Rector’s services as our host to the millions who 
will visit the exhibit. 


Welcome to 
George Rector 
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Gas Marches On 


As Leading Gas Men Assemble in Atlantic City 


For the A. G. A.s Twentieth Annual Convention 


the central motif of interest 

this month when the Ameri- 
can Gas Association conducts its 20th 
annual convention, October 10-13, in 
Atlantic City, N. J. Gas men from 
all sections of the country will be 
present to survey industry develop- 
ments of the past year, including the 
introduction of the “CP” range, the 
national architects’ and builders’ con- 
test, and the national advertising pro- 
gram, all of which have contributed 
to the convention’s central theme in 
large measure. 

Opening event of the convention 
will be the Natural Gas Department 
meeting, Monday morning, October 
10, featuring reports of the Main 
Technical and Research Committee. 
Howell C. Cooper will act as chairman 
of the department’s first morning 
session which will feature a paper 
entitled, “Geophysical Methods of 
Exploration,” by Dr. J. Brian Eby, 
consulting geophysicist of Houston, 
Texas. The subject deals with the 
more pertinent facts concerning the 
use of geophysics in exploration for 
the earth’s minerals. 

The afternoon session of the Nat- 
ural Gas Department will include ad- 
dresses by Elmer F.. Schmidt and Hon. 
Clyde H. Seavey. The session will 
be concluded by the report of the 
Nominating Committee and election 
of officers. The committee will nomi- 
nate Thomas R. Weymouth, Columbia 
Gas and Electric Corp., New York, 
N. Y., for chairman of the Natural 
Gas Department and Elmer F. 
Schmidt, Lone Star Gas Co., Dallas, 
Texas, for vice-chairman. 


per MARCHES ON” will be 


General Sessions 


This year’s program will include 
three general sessions, to be held in 
the Atlantic City Auditorium ball- 
room, which will be devoted to gen- 
eral subjects of national significance. 
George F. Mitchell, president, Peo- 
ples Gas Light and Coke Co., Chicago, 
and chairman of the program com- 


mittee, has for the most part chosen 
general sessions speakers from out- 
side the gas industry. 

General sessions will be held the 
mornings of October 11, 12 and 13. 
The first will include election of 
A. G. A. officers for the coming year. 
Featured speakers will be Dr. E. R. 
Weidlein, director, Mellon Institute 
of Industrial Research, Pittsburgh, 
Pa., who will discuss “The Aid of 
Research to Industry.” Merrill N. 
Davis, president, Association of Gas 
Appliance and Equipment Manufac- 
turers, New York, will present “The 
Manufacturer’s Viewpoint.” N. C. 
McGowen, as association president, 
will close the session with a general 
address to the industry and the asso- 
ciation. 

Alexander M. Mahood, president of 
the National Association of Railroad 
and Utilities Commissioners and a 
member of the West Virginia Public 
Service Commission, will be the fea- 
tured speaker of the second general 
session. He will discuss utility regu- 
lation, developments. 

The October 13 general session will 
include discussion of the opportuni- 
ties and responsibilities of the nat- 
ural gas industry, the Golden Gate 
International Exposition, and the New 
York World’s Fair of 1939, to be pre- 
sented by Joseph E. Pogue, R. E. 
Fisher and Floyd L. Carlisle, respec- 
tively. 

Another feature of the general ses- 
sions will be the presentation of 
A. G. A. awards in recognition of 
exceptional achievement, which will 
include the A. G. A. Meritorious Serv- 
ice Medal, the Charles A. Munroe 
Award, and the Beal Medal. 

Promotion of the Certified Per- 
formance gas ranges will be the chief 
subject of discussion in the Commer- 
cial Section sessions which will be 
held Tuesday and Wednesday after- 
noons, October 11 and 12. Hugh 
Cuthrell will preside at the meetings. 
The development and future possibili- 
ties of the CP range will be discussed 
by F. M. Houston, chairman of the 


A. G. A. Domestic Range Committee, 
R. 8S. Agee, A. G. A. E. M. sales pro- 
motion manager, E. Carl Sorby, and 
Ray T. Ratliff. 

The Home Service Department will 
convene the morning of October 12. 
Statistics and suggestions on home 
service development will be discussed. 
Ruth Soule of the Brooklyn Union 
Gas Co. will speak on “Home Service 
in the ‘CP’ Range Program.” 


Three Industrial Meetings 


Holding three sessions during the 
convention period, the Industrial Gas 
Section will centralize discussions 
around the use of gas in small and 
medium size industrial and commer- 
cial applications. Papers to be pre- 
sented will cover the following sub- 
jects: “How Far Have We Gone in 
Modernizing Commercial Kitchens?” ; 
“Sales Features of Today’s Gas Com- 
mercial Cooking Equipment;” “Op- 
portunities in Small Industrial Uses 
for Gas,” and “Successful Methods 
of Promoting the Sale of Standard- 
ized Industrial Gas Equipment.” The 
section’s final session will include a 
“question box” to be conducted by 
F. T. Brooks, Philadelphia Electric 
Co., assisted by Daniel J. Brogan, 
Karl Emmerling, Oliver Lloyd Mad- 
dux, and C. George Segeler. 

Technical Section meetings will be 
held on three succeeding afternoons. 
A comprehensive program covering 
distribution, production, and chem- 
ical problems has been planned with 
reports from the Gas Conditioning, 
Chemical, Gas Production and Dis- 
tribution Committees included. 
Among the speakers will be Professor 
Erwin H. Schell, of Massachusetts 
Institute of Technology, who will 
speak on “Research and Recovery— 
Which Comes First?” 

Entertainment for the convention 
will be under the direction of H. A. 
Ehrmann, Consolidated Edison Co. of 
New York, Ine. Included in the en- 


(Continued on Page 76) 
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A Summary of One Large Company's Experience With 


Installment Buyers and its Cooperating Dealers 


HE so-called “Long Term” 

Financing Program for gas ap- 
pliance dealers had its inception in a 
restricted Southern California area in 
the early part of 1934 and later, in 
March, 1935, was made available 
to all cooperating dealers throughout 
the territory. This plan embodied 
five-year terms for the better grade 
gas ranges and water heaters and also 
gas refrigerators when sold in com- 
bination with one of the two afore- 
mentioned appliances. With the ex- 
ception of refrigerators, appliance 
sales were financed without recourse; 
that is, the dealers were not obligated 
to repurchase defaulted contracts. In 
consideration of this release, a dis- 
count ranging from one percent to 
four percent was deducted to cover 
anticipated repossession losses. Re- 
frigerator sales were financed on a 
partial recourse basis that provided 
for a sliding scale of charges in pro- 
portion to the purchaser’s equity in 
the appliance. 


No Private Support 


At the outset, no private agency 
offered a plan that would provide suf- 
ficient reserves to cover our contin- 
gent liability. and at the same time 
keep the rates to the public at a level 
that would not give competitors a 
price advantage for similar quality 
appliances. To the consumer, carry- 
ing charges are part of the ultimate 
cost of merchandise. Of course, due 
to lack of experience with five-year 
accounts, both the utility and the pri- 
vate financing companies could only 
theorize on the extent of the contin- 
gent liability. In the question of util- 
ity financing versus private financing, 
the utilities’ lack of experience must 
be weighed against the contingent 
liability that accrues when the ac- 
counts are handled at the discretion 
of a private agency. 

An alternative plan in cooperation 


By J. W. VANIER sl: onl Gas Company 


with a prominent banking institution 
is now offered. Contracts handled by 
the bank are limited to three-year 
terms and the amount of contingent 
liability can be forecast with a fair 
degree of reliability. The proposal 
made by the bank eliminated the 
aforementioned objections to the pre- 
vious offers of outside agencies. This 
alternative plan was of material as- 
sistance in making the revisions that 
reduced the hazard of our financing 
program. It also provided another 
source of credit for dealers who might 
feel that the utility as a sole financing 
agency would be dictatorial in its 
policy of granting credit. 

After the collapse of the 1929 boom, 
charity cases in Los Angeles County 
increased from three percent to al- 
most 40 percent. An analysis of the 
distribution of these cases illustrates 
the necessity of exercising prudence 
in granting credit. The chart (Fig. 
1) is based on statistics compiled 
from a survey by the Los Angeles 
Times. The preponderance of cash 
and open account customers are in 
the higher income group. In the mid- 
dle income group lies the cream of the 
installment financing market; never- 
theless, one-third of this group had 
lost their purchasing power at the 
termination of the down swing in the 
business cycle. It is the lower in- 
come group comprising over 60 per- 
cent of the families that taxes the 
ingenuity of those entrusted with the 
responsibility of granting credit, and 


doubly so when the financing plan - 


embodies small monthly payments 
that appeal to the lower strata of the 
group. It is too large a purchasing 
power to ignore. It is far too hazard- 
ous to exploit without discretion. 
When the program was first put 
into effect, we placed considerable re- 
liance on the manner in which the 
purchaser paid his utility bills. This 
record alone, however, proved to be 
far from satisfactory. Those who 


pay their merchandise accounts 
promptly with very few exceptions 
pay their utility bills promptly, but 
the reverse is not always true. Like- 
wise, a slow gas record is not always 
indicative of the manner in which 
a purchaser meets his other obliga- 
tions. The gas record may serve in 
selecting the very good accounts or 
in weeding out very poor accounts, 
but it must be augmented with other 
information if the large number of 
border line cases are to be handled 
intelligently. 


Value of Credit Agencies 


The value of credit reporting agen- 
cies as a source of information va- 
ries considerably in different locali- 
ties. The files of agencies maintained 
by merchants in the smaller communi- 
ties usually contain the trade records 
of a representative proportion in all 
income groups. However, such is not 
the case in the metropolitan areas 
where the agencies have built up their 
files principally from the clientele of 
the larger department stores. Their 
records covering installment buyers 
from the lower income group have 
been very meager and the value of 
such records that they do possess lies 
principally in disclosing derogatory 
information. When file information 
is lacking, credit bureaus can supply 
a field report prepared by trained in- 
vestigators, but to obtain such a re- 
port for each contract submitted is 
not only costly, but necessitates more 
delay than most purchasers will con- 
done. 

Mr. Buyer may take several months 
to arrive at a decision to purchase, 
but when his signature finally goes 
on the dotted line, he wants the ap- 
pliance to be installed yesterday, if 
not sooner. To obtain that signature 
may have required considerable plan- 
ning and sales effort and if costly 
cancellation orders are to be avoided, 
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it is imperative that the credit infor- 
mation be accumulated as quickly as 
possible. By conducting the credit 
investigation with our own personnel, 
we have been able to provide, with 
few exceptions, 24-hour service at a 
very nominal cost. It has been our 
practice to check the purchaser’s gas 
account, trade and bank references, 
verify the source and amount of in- 
come and ascertain the extent of other 
obligations. If the credit cannot be 
approved or rejected with the infor- 
mation so obtained, a report is pur- 
chased from the credit bureau. Often 
the lack of any derogatory informa- 
tion on file, plus the information al- 
ready gathered, is sufficient data for 
making a decision; if not, a field re- 
port is obtained from the agency. 
We have found that field reports sub- 
mitted by experienced investigators 
have contained more pertinent infor- 
mation than could be obtained from 
our own field men whose judgment 
may be biased because of their addi- 
tional responsibility as collectors. 
Assembling the credit information 
is elementary. The problem arises in 
evaluating this information in terms 
of Character, Capital and Capacity, 
and at the same time being able to use 
sound judgment and not be unduly 
influenced by a highly competitive sit- 
uation. Character must be present at 
all times. Without the willingness, 
ability to pay means little. Capital 
becomes a factor in open account 
transactions and short-term install- 
ment sales to commercial institutions, 
but is usually negligible or lacking 
entirely when dealing with the lower 
income installment buyer. By Capa- 
city we mean not only capacity to pay 
at the time of signing the contract, 


but probable capacity to pay at all 
times throughout the life of that con- 
tract. The willingness to pay or the 
desire to own the appliance must also 
be maintained until the contract is 
completed, and that is possible only 
when the down payment plus the 
monthly payments exceed the depre- 
ciation and at no time should the 
unpaid balance exceed the “use value” 
of that appliance to the purchaser. 

If capacity to pay is to be gaged 
accurately, the creditor must know 
how frequently repossessions occur 


® MR. VANIER’S REPORT. published here- 
with, received the Honorable Mention 
Award given by the Pacific Coast Gas 
Association. The paper under its title, 
“Experience With Installment Financ- 
ing.” was presented before the General 
Sessions at the 45th Annual Convention 
of the Pacific Coast Gas Association, 
Santa Barbara, Calif.. September 14-16, 
1938.—Editor. 


and the reasons for them. Fig. 2 
shows two groups of contracts cover- 
ing similar appliances that have been 
at risk during both the rise and de- 
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position of the business cycle and 
stability of income, rather than 
amount, assume increasing impor- 
tance when evaluating Capacity. 

Securing Mr. Buyer’s signature to 
a contract and approving the credit 
are merely initial steps in placing 
modern gas appliances on the lines. 
The sale is completed and becomes a 
definite asset only when the final pay- 
ment is received and this depends to 
a great extent on the proper func- 
tioning of the Collection Department. 
Undoubtedly, collection problems could 
be eliminated by the application of 
a severe credit policy, but only at the 
expense of load building and protec- 
tive features of a financing program. 
A more practical solution lies in the 
adoption of a modified credit policy 
and the establishment of a collection 
system that assures a prompt follow- 
up on delinquent accounts. 

Until a few months ago, it had been 
our practice to issue a monthly bill— 
a procedure that was expensive in 
both postage and labor; labor that 
could be utilized to much better ad- 
vantage when concentrated on the 
delinquent accounts. Part of this ex- 


cline of a business cycle—one group pense could have been eliminated by 


covering contracts of three years du- 
ration, the other group written on 
five-year terms. After a three-year 
period, nine percent of the 36-month 
contracts were ultimately repossessed, 
while in that same period of time over 
19 percent of the 60-month contracts 
have already been repossessed and 
they are still at risk for an additional 
two years. When we look into the 
reasons (Fig. 3) it is apparent that 
the creditor on long-term contracts 
must be more or less of an actuary. 
As we lengthen the terms, relative 


combining the merchandise and utility 
bills on one statement, but we wished 
to avoid any possibility whereby the 
consumer might unconsciously view 
the combined statement as a high cost 
for the utility service. Furthermore, 
in districts where the merchandise 
and gas accounts had been coordi- 
nated, an unsatisfactory condition 
emerged whenever the payment date 
was changed, either by reason of the 
company’s changing its meter reading 
date, or by the customer moving to 
another locality. The purchaser nat- 
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urally resisted any attempt to ad- 
vance the payment date and became 
more delinquent with each successive 
change of due date, eventually de- 
stroying the importance of time as an 
essential part of the contract. 

Replacing the routine monthly bill- 
ing with a coupon book system elimi- 
nated entirely the billing expense on 
two-thirds of the accounts. We ex- 
pected criticisms when making a re- 
vision that effected the paying habits 
of thousands of people, but were 
agreeably surprised to find relatively 
few complaints and many favorable 
comments. 


Coupon Book System 


With the inauguration of the cou- 
pon book system, the accounts were 
carried in numerical instead of alpha- 
betical order and were segregated 
according to the date payments be- 
came due. This change materially 
decreased the time spent in sorting 
stubs, in posting cash, in allocating 
payments unaccompanied by state- 
ments, in recording changes of ad- 
dress promptly; all to the end that 
it facilitated the operation of a 
methodical plan for sending notices 
on the tenth, twentieth, and twenty- 
fifth day after an account became 
delinquent. These notices have been 
instrumental in collecting 85 to 90 
percent of the 10-day delinquencies 
before the next payment falls due. 

Accounts 30 days or more delin- 
quent are placed in the hands of a 
field man who is assisted in his col- 
lection effort with telephone contacts 
and correspondence by the office per- 
sonnel. 

One of the greatest obstacles con- 
fronting a utility in the operation of 
a financing business is the tendency 


to treat merchandise and utility ac- 
counts in the same manner, or even 
more dangerous, to be extremely leni- 
ent with a merchandise account be- 
cause of the competitive situation. A 
delinquent utility bill represents the 
amount of money shown on the state- 
ment for a service that does not de- 
preciate with time. On the other 
hand, a delinquent merchandise ac- 
count of a few dollars may repre- 
sent an actual out of pocket invest- 
ment of several hundred dollars on 
an appliance that is constantly de- 
preciating and unless the customer’s 
equity keeps pace with this depreci- 
ation, the company will probably own 
a repossessed appliance. 

The merchandise collector’s first 
line of duty is to obtain the payments 
and endeavor to keep the appliance 
on the lines. To find out why the 
payments are not being made will 
usually bring better results than to 
threaten. It may be some small mat- 
ter that can be easily adjusted. Per- 
haps the dealer has not fulfilled his 
promise to replace a defective part or 
the customer may be dissatisfied over 
some trivial fault and should be re- 
sold on the value of the appliance. A 
knowledge of the family budget and 
its proper distribution will enable the 
collector to show how the payments 
can be made—or to arrive at a deci- 
sion as to whether or not an exten- 
sion is warranted and could be 
granted in accordance with a defi- 
nitely prearranged basis. When the 
purchaser is not able to complete a 
contract, many repossessions are 
averted by the collector’s assistance 
in assigning the original purchaser’s 
equity to a second party. 

Our collection policy now calls for 
definite action when an account be- 
comes 60 days delinquent. If a cus- 
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tomer’s income has been reduced to a 
point where he is barely able to pur- 
chase the actual necessities of life, 
it is of little avail to accept a few 
partial payments and then ultimately 
repossess the appliance. When deci- 
sive action is necessary, it should be 
taken immediately. 


Effect of Revised System 


You may judge the effectiveness of 
this collection system by comparing 
the amounts deliquent after a few 
months operation under the new pro- 
cedure. In five months time, and in 
spite of a sharp business recession, 
the amounts delinquent 60 days or 
less had decreased 27 percent. In this 
same period, the delinquent payments 
on critical accounts over 60 days past 
due had declined 57 percent. 

Two and a half years experience 
as a financing company convinced us 
that an unbridled five-year financing 
plan could very easily lead to heavy 
repossession losses, particularly with 
storm clouds brewing on the economic 
horizon. With 85 percent of the 
financed sales being written on the 
longest terms possible, it was evident 
that either the dealers were concen- 
trating on the lowest income group 
or were making little or no effort to 
sell the appliances on more advan- 
tageous terms. To correct this situ- 
ation, two very beneficial revisions 
were made in our financing plan: 


1. The dealer’s “no recourse fee” 
on short-term contracts was reduced 
while his responsibility on long-term 
contracts was increased by the appli- 
cation of a recourse provision that 
made him responsible until three con- 
secutive and punctual monthly pay- 
ments had been received. 


2. The carrying charge structure 
was revised to provide lower rates on 
short-term contracts and higher rates 
on long-term contracts to cover the 
larger collection costs and necessary 
repossession reserves. By increasing 
the differential between the charge for 
financing a contract for 36 or less 
months and 37 or more months, the 
dealer has a potent argument to use 
for selling shorter terms. 


Within a few months, the propor- 
tion of dealer contracts financed on 
terms in excess of three years had 
declined from 85 percent to less than 
10 percent, with a corresponding de- 
cline in the attendant risks of the 
financing program. There is little 
question as to the value of a financ- 
ing plan in expanding the volume of 
sales. Of more concern is the appar- 
ent effect of the revision. An analysis 
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THE NEED FOR UNIFORMITY 


IN APPLIANCE GUARANTEES 


By R. E. FISHER 


Vice-president in Charge of Public Relations and Sales 
Pacific Gas and Electric Company, San Francisco, Calif.* 


ITHIN the past few years, 

marked innovations have ap- 
peared in the gas appliance field which 
call for a critical examination of our 
knowledge of service practices and 
policies. 

Service to customers is paramount. 
From a promotional angle, it is a 
fact that service 
work has sold 
many installations 
and must be con- 
tinued as at pres- 
ent, if not broad- 
ened, to maintain 
sales. It is an in- 
tegral part of op- 
eration from the 
usable and safety 
features. 

Guarantee poli- 
cies and _ service 
work are synony- 
mous. The time has come when the 
provision of guarantees should be 
clarified and all differences properly 
adjusted. 

There should be no misunderstand- 
ing of the intent and purpose of this 
discussion for the subject is now re- 
ceiving nation-wide attention at the 
hands of the various utilities and gas 
associations. Furthermore, no self- 
ish motive actuates this presentation, 
but rather it is a cooperative, help- 
ful endeavor to point out the need for 
a clearer understanding of the prob- 
lems that are involved. Likewise, each 
individual manufacturer should not 
treat this matter personally as apply- 
ing only to his particular product and 
pass it off because he has not exper- 
ienced any difficulty. All should be 
open-minded with a full appreciation 
of all the factors which enter into the 
execution and maintenance of a guar- 
antee. 

There exists today a wide diver- 
gence in the guarantee form. In many 
instances, the wording is so ambig- 
uously set up as to make it of little 
or no value. 


R. E. FISHER 


A standardized statement of intent 
and purpose for similar appliances 
using the same phraseology will leave 
no doubt in the minds of the man- 
ufacturers, their competitors, their 
dealers, the purchasing public and the 
serving utility as to just what the 
guarantee does and does not cover. 

For example, a statement covering 
the free replacement of parts which, 
by inference, leads the customer to 
believe that all labor is included, is 
very unsatisfactory when a charge is 
made for removing and reinstalling 
the part. 


Uniform Short Terms? 


The term is just as important as a 
definite statement of its application. 
If different time limits are in force 
for various makes of appliances, 
there is a field servicing problem from 
the standpoint of the seller. In my 
opinion, a guarantee should be for- 
mulated to serve a very definite pur- 
pose and not be made the basis for 
sales; therefore, it should be suffi- 
cient to protect the purchaser against 
inherent mechanical defects only. It 
is recognized that such construction 
faults will be evident within a rea- 
sonable time and, after that period, 
misuse is responsible for failures. 

At the present time, the terms vary 
from one to 10 years. Would it not 
be a constructive move to make a uni- 
form short term for all makes of ap- 
pliances ? 

In the final analysis, it must be 
borne in mind that other manufac- 
turers’ parts used in the assembly are 
guaranteed, in practically all cases, 
for one year. If there is a difference 
in comparison with the length of 
guarantee of the appliance itself, that 


*Mr. Fisher’s paper was presented under its 
title, ‘““The Need for Greater Uniformity In Appli- 
ance Guarantees,’ before the Manufacturers’ Sec- 
tion at the 45th Annual Convention of the Pacific 
Coast Gas Association, Santa Barbara, Calif., 
September 14-16, 1938. Mr. Fisher received the 
Association’s Honorable Mention Award for his 
work in this field. 


is not conducive to good business. 
Any warranty variation between var- 
ious parts on the same appliance is 
very difficult to explain to the custo- 
mer. 

The replacement of clocks is a typi- 
cal example. This does not apply to 
the term but rather to the applica- 
tion. In some cases, clocks must be 
sent back to the original manufac- 
turer for repair while in other in- 
stances the clocks are replaced and 
credit rendered for those defective. 
A standard procedure whereby clocks 
are replaced with new ones would sim- 
plify the detail and certainly would 
be very acceptable to the customer. 

A liberal interpretation of the 
guarantee would provide that the 
manufacturer be held responsible for 
factory defects discovered before the 
appliance is installed. Enamelware is 
such an item and there is no doubt 
but that considerable attention has 
been given to its manufacture, pack- 
aging and shipping; yet, parts are 
received with obvious factory defects. 
In the opinion of competent judges, 
other defects can be attributed to the 
lack of care on the part of the man- 
ufacturer. It is contended that, under 
such circumstances, the manufacturer 
is at fault and should pay the cost 
of repairs including necessary labor 
and material. I am not referring to 
parts that are damaged in transit for 
I believe that situation is well in 
hand. 

After the appliance is installed on 
the customer’s premises and:a defect 
develops, then the seller must carry 
out the terms of the guarantee for it 
is then entirely a matter under his 
jurisdiction. 

In connection with the installation 
work, considerable grief could be 
eliminated if a thorough understand- 
ing existed concerning *the require- 
ments of the installer. In the first 
place, a guarantee assumes a workable 
satisfactory appliance. After a new 
appliance is installed and the custo- 
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mer experiences trouble with the ad- 
justment and operation thereof, it is 
very difficult to overcome that first 
impression of faulty construction. 
From then on, you may be sure, any 
minor difficulty will be magnified and 
unjustified service calls requested by 
the customer. This situation is not 
advantageous to the dealer nor others 
interested; therefore, new appliances 
should be installed in perfect operat- 
ing condition. 


During the period of guarantee, 
there is the question of replacement 
of parts which become inoperative. It 
may be of interest to know that the 
electric appliance manufacturers pro- 
vide that such parts be replaced at no 
cost to the customer. There is usually 
set up a reasonable amount in the 
price of the appliance to take care of 
such replacements. 


From the information collected, it 
is the general plan for the gas manu- 
facturer to replace inoperative parts 
with new ones, f.o.b the factory. The 
labor necessary to install these is 
charged to the customer. In some 
cases, I wonder whether or not there 
has been any research work under- 
taken to determine just what the labor 
amounts to and whether or not a 
standard free replacement policy 
would not be profitable. 


I am not going to take sides in this 
matter but will leave it to your dis- 
cretion as to which is the better, 
from all angles. May I point out that 
a desirable procedure is one that is 
equitable and uniform, designed to 
help sell and keep sold the particular 
appliance. 


Guarantee Responsibility 


Generally speaking, I think we are 
in accord that the maintenance of 
the guarantee is purely a _ responsi- 
bility of the manufacturers, especially 
since the guarantee originates with 
them. As the dealer represents the 
manufacturer and acts as his agent, 
he must in turn carry out the provi- 
sions of the guarantee; on the other 
hand, customers have learned to place 
a great deal of reliance on the gas 
utility that is built upon service and, 
naturally, will look to it in time of 
trouble. Therefore, when the appli- 
ance fails, the customer, not knowing 
what or whose the fault is, will call 
the utility for service. This situation 
is serious from the standpoint of all 
concerned, whether they be the manu- 
facturer, the dealer, the customer, or 
the utility. 


Let us first look at this problem 
from the customer’s viewpoint. To 
her, service is paramount and if she 


has called the utility and a serviceman 
has responded to her call finding that 
a guaranteed part has failed, the pres- 
ent practice is to refer the customer 
to the dealer from whom the appliance 
was purchased Whether or not the 
dealer is equipped to do service work, 
there is a delay and resultant incon- 
venience to the customer. 

There are probably any number of 
ways that this particular situation 
can be met and it is desirable that 
some plan be adopted that will be ac- 
ceptable. 

There is one plan that may have 
some merit. Would it be practicable 
and possible for the utility to ar- 
range, beforehand, with those deal- 
ers who are not equipped to handle 
gas appliance servicing, to take over 
the maintenance of the guarantee? 
This would include the original ad- 
justment, inspection and replacement 
of defective parts at a_ stipualted 
cost. Insofar as those dealers 
equipped are concerned, they will, I 
am sure, arrange with their custo- 
mers to call them in the event service 
is required. 

There is a very important factor 
in connection with guarantees that 
has to do with necessary records to 
determine responsibility. 


While a card record seems quite 
sufficient to most organizations, it is 
nevertheless a complicated system that 
depends on the coordination and ac- 
curacy of many persons; yet, it does 
not serve all purposes. Dealer sales 
are especially difficult to follow. You 
have no doubt heard of the suggested 
method of identifying the appliance 
with a guarantee tag. This tag is 
attached to the appliance by the man- 
ufacturer and shows the date the 
guarantee expires. It serves the fol- 
lowing purposes: 


1. Enables the utility to inform the 
customer concerning the guarantee 
with a visible permanent record for 
reference. 


2. Eliminates the necessity for 
maintaining a card record that is 
expensive to keep up and costly to 
refer to. 


3. Furnishes prompt and accurate 
advice to the manufacturer as to the 
date of installation so that his record 
may, at all times, be complete. 


There are various methods and 
means of carrying out this suggested 
system which can be adjusted accord- 
ing to the needs and requirements of 
those interested. 

To make this plan operative, I am 
recommending to the Pacific Coast 
Gas Association that they purchase 
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these tags in quantity and resell them 
to member companies at cost; thus, 
the unit price will be very low. 


Dealer Education 


At the present time, there are many 
dealers with the equipment and man- 
power to take care of their service 
calls but who lack service knowledge 
and the experience necessary. Every- 
thing within reason must be done to 
develop this group and reaffirm that 
the utilities are willing to spend all 
the time and effort necessary to edu- 
cate dealers’ service men to the ulti- 
mate good of the industry. I cannot 
stress too forcibly my conviction that 
those dealers who value the impor- 
tance of customer-contact will profit 
by taking the time necessary to under- 
stand the problems of servicing gas 
appliances. 

Gas appliances have very definitely 
improved in detail of construction, 
and there have been added many 
automatic devices and controls. The 
gas range has undergone a transfor- 
mation presenting major servicing 
problems in the care of ordinary ad- 
justments. 

Consideration should be given, by 
the manufacturers, to the require- 
ments necessary to keep an appliance 
in perfect operating condition with a 
minimum of labor. 

I have purposely refrained from 
making any reference to ordinary 
service work whether it be during or 
after the guarantee. We are cogni- 
zant of our responsibility and value 
highly the opportunity of customer- 
contact. At the same time, we have 
a full appreciation and understanding 
of what service work means to the 
dealer. 

In conclusion, I would earnestly rec- 
ommend that the gas _ appliance 
guarantee problem receive your con- 
sideration and the following points 
are included in my recommendation: 

1. Let us recognize that the guar- 
antee is an industry problem with the 
responsibility equally divided among 
the manufacturer, the dealer and the 
utility. 

2. That there be established a uni- 
form guarantee with clear and com- 
prehensive language setting forth the 
requirements. 

3. That the term of guarantee be 
standardized—an objective for all to 
work toward. 

4. That the responsibility of the 
manufacturer and dealer be clearly 
set forth. 

5. That the P.C.G.A. cooperate in 
promoting the guarantee tag and 
system. 
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By MAURICE WHITE 


Manager, Mobile Gas Service 
Corporation 


N Mobile, it is now a well-estab- 

lished practice for the Mobile Gas 
Service Corp. to hold an annual “Old 
Stove Round-Up.” We first started in 
1929 and have just celebrated our 
10th anniversary of this feature sale. 
We usually run the sale in August, 
but this year it was extended through 
the entire month of August and 
through September 1, approximately 
six weeks. It is the most popular of 
our gas range campaigns. We have 
others during the year, the Spring 
sale in April, the Thanksgiving sale, 
and the Christmas sale. 


This year by survey and market 
analysis, we set a quota of 250 gas 
range sales. We actually sold 233 
—but more about the quota follows: 


First, let me outline briefly the con- 
ditions facing us. We have around 
10,000 domestic meters, serving a 
population of approximately 90,000, of 
which 30 per cent is negro. Included 
in this population in addition to the 
metropolitan area of Mobile are four 
small towns, Pritchard, Whistler, 
Toulminville and Spring Hill, Ala. 


The average calorific value of our 
gas is 955 B.t.u. and our rates for 
domestic service are: 


Net Present Rate 
1.25 


First 300 cu. ft. per mo...$ 


Next 2,700 cu. ft. per mo... 1.25 per M c.f. 
Next 17,000 cu, ft. per mo... 0.65 per M c.f. 
Next 20,000 cu. ft. per mo... 0.60 per M c.f. 


Objective Net Rate 
First 300 cu. ft. per mo...$1.25 

Next 2,700 cu. ft. per mo... 1.00 per M c.f. 
Next 17,000 cu, ft. per mo... 0.60 per M c.f. 
Next 20,000 cu. ft. per mo... 0.55 per M c.f. 


The present rate is used for all cus- 
tomers not having a previous year’s 
monthly base. For example, a new 
customer is placed on the present rate, 
unless his use exceeds 8,500 cu. ft. in 
any month, when he is billed on the 
objective rate. To explain the objec- 
tive rate, customers that have previ- 
ously used gas and show an increase 
in use over the past corresponding 
month’s base, can be billed on the ob- 
jective rate. Also, all customers using 
more than 8,500 cu. ft. per month can 
take advantage of the objective rate. 


The power company has a competi- 
tive electric cooking rate of approxi- 
mately 1144c per kw. hr. It has, of 
course, a sales department and tries 
to encourage electric cooking. We feel 
very little competition from this 
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“Aunt Jemima” uses an old fashioned coal range on one of the trucks in the Mobile 
“Old Stove Round-up.” Standing (left to right) are Lee Hart. storekeeper: Maurice White, 
manager, Mobile Gas Service Corp.: J. R. Murphree, gas fitter. 


Colorful Parade Rounds-Up 
Mobile's Old Ranges 


source. In fact, we have instilled in 
our salesmen the idea that it is 
against the rules for electric ranges 
to be sold in their territories. This 
has been accomplished by concentra- 
tion on house-to-house canvass work 
by each salesman and by making it his 
duty to know what appliances are in 
use and the state of their condition 
in each prospective home in his ter- 
ritory. 

As stated above, our quota this year 
was 250 gas range sales, based on an 
actual survey and check-up by each of 
our domestic salesmen. Our five sales- 
men, W. F. Rountree, Walter Under- 
wood, F. L. Marshall, Jr., R. S. Wilson 
and P. J. Brown, worked in protected 
territories, divided as evenly as pos- 
sible on a meter and house number 
basis. After deciding on our total 
quota of 250 ranges, our salesmen 
were allowed to name their own indi- 
vidual quotas, based on their prospect 
records and other information they 
keep in their files. A cash prize was 
then offered to the salesman selling 
the largest number of ranges. Inci- 
dentally, W. F. Rountree proved to be 
the winner and our star salesman this 
year. Each range replacing an old 
gas range counted one point, while 
ranges replacing competitive fuels 
were valued at two points . 

To compete in the prize contest, the 


salesman first had to make his indi- 
vidual quota. At the end of the cam- 
paign, the total points were added up 
and the winning salesman was given 
his cash award. This method of set- 
ting up the cash prize created consid- 
erable enthusiasm among the sales- 
men, and they all did a splendid job. 
The salesman selling the lowest num- 
ber of ranges the previous week was 
made to wear a ten gallon hat the fol- 
lowing week. 


Promotional Plans 


In addition to our regular news- 
paper advertisements, radio announce- 
ments and mailing pieces, each non- 
selling employee was paid a bonus of 
$1.50 for each range prospect result- 
ing in a sale during the campaign 
period. This bonus is not deducted 
from the salesmen’s commission. 

A good form of advertising, we 
found, was to display a gas range in 
many of the grocery stores, with a 
card on it saying that this was the 
range featured in the sale. We re- 
ceived a large number of prospects 
from store managers themselves, and 
enjoyed a far wider display without 
any cost to us. To get the coopera- 
tion of these grocery stores, we con- 
vinced them that every new gas range 
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HIGHLIGHTS and LOWDOWNS 
on P.C.G.A.’s 45th Convention 


ROM far and wide, Seattle to 
B tne Panama, Atlantic to the Pa- 
cific, came delegates to the Pacific 
Coast Gas Association’s 45th Annual 
Convention held September 14 to 16 
at Santa Barbara’s (California) Bilt- 
more Hotel. In fact, so many dele- 
gates attended that a new all-time 
registration record was the result—a 
total of 682 signed up, setting aside 
the previous high attendance of 656 
at San Francisco in 1936. 
* ~ o 
N.C. McGOWEN, president, Amer- 
ican Gas Association: “Conservation 
laws and regulations in the various 
producing states are working satis- 
factorily. They are not perfect, and 
I hope they never will be, because 
when we reach perfection, there will 
be a tendency to lessen our efforts, 
and we would find ourselves going 
backward; but there is throughout 
this country an honest and sincere 
effort on the part of state and na- 
tional bodies having to do with con- 
servation problems and an honest and 
sincere effort on the part of the oper- 
ators to the end that the natural gas 
resources may be economically devel- 
oped and economically conserved. 
There is but one way which the nat- 
ural gas industry can travel and that 
is the road of increasing conservation 
methods. That means additional com- 
forts to the domestic consumer, the 
finest fuel to industry, and profits to 
the producers, transmitters, and dis- 
tributors who have invested so many 
millions of dollars in the industry.” 
By unanimous ballot H. L. Farrar, 
president, Coast Counties Gas & Elec- 
tric Co., and vice-president of the 
association, was elevated to the presi- 
dency, and A. E. Holloway, vice-presi- 
dent of San Diego Consolidated Gas 
& Electric Co., became vice-president. 
R. A. Hornby was elected to the Asso- 
ciation’s board of directors to fill the 
place vacated by the resignation of 
Addison B. Day. 
= * © 
H. L. FARRAR, president-elect, 
Pacific Coast Gas Association: “I am 
particularly interested in the produc- 
tion and conservation of gas. The 
new gas fields in California promise 
to relieve the demand periods in win- 
ter, but they offer a new problem in 
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over production and _ conservation. 
Unless producer and distributor work 
to the end that gas is curtailed in 
these new fields, there will be no bal- 
ance between production in the dry 
gas fields and the oil production fields. 
We must have balance between these 
fields, as well as balance between pro- 
duction and demand.” 
© & a 
George W. Smith, manager of the 
Santa Barbara district of Southern 
Counties Gas Co. and General Chair- 
man of the Convention Committee, 
received a most generous burst of 
applause at the annual banquet for 
the manner in which he handled his 
duties. 
e e ° 
N. R. McKEE, president, Pacific 
Coast Gas Association: “Industrial 
relations have always been a problem 
requiring much careful study and 
most careful handling. Until recently 
labor conditions changed slowly, and 
management had little trouble keep- 
ing abreast of these changes. At 
present this rate of change has 
speeded up to such an extent that 
management is often put to it to keep 
abreast of things, let alone trim its 
sails to match the wind. Not only 
is this true of actual working condi- 
tions, but even more so of ideas, atti- 
tudes and federal and state laws. I 
therefore submit to the Association’s 
incoming officers that a well chosen 
and informed committee could review 
what has transpired, examine pres- 
ent trends, and thus compile mate- 
rial which would be of inestimable 
value to others who would not get an 
equal opportunity for an _ over-all 
view of the problem.” 
> > oe 
R. E. Coles, superintendent of 
Panamena de Fuerza y Luz in Pana- 
ma, and Mrs. Coles proved to be the 
long distance champions among the 
delegates, traveling 3200 miles to at- 
tend. Mr. Coles before going to 
Panama in 1925, was affiliated with 
the Montana Power Co. in Butte and 
the Portland Gas and Coke Co. He 
has been 27 years in the gas industry. 


R. E. FISHER, vice-president, Pa- 
cific Gas and Electric Co., San Fran- 
cisco: “The ultimate exhibit (for the 
Golden Gate International Exposi- 
tion) selected came from a suggestion 
of the late Hugh M. Crawford—utili- 
zation of the turn table idea. It was 
further decided that the _ exhibit 
should be primarily directed to do- 
mestic utilization, with the feeling 
that industrial utilization would be 
exhibited in various industral exhib- 
its throughout the Exposition grounds 
and that the source and transporta- 
tion of gas would be adequately 
shown on the giant relief map of The 
Industrial West, Inc., which is to be 
located in the court of the Eleven 
Western States Building.” 

aa & ° 

Charles Babcock, oldest living P. C. 
G. A. past president (in point of serv- 
ice), and Ray G. Logue, who will hold 
the Manufacturers’ Section chairman- 
ship this year, both stated that the 
1938 Convention was the finest dur- 
ing their more than 20 years’ activity 
in the Association. 

ee ¢@e 

H. N. RAMSEY, president, Wels- 
bach Co., Gloucester City, N. J.: “I 
have heard it said that the gas indus- 
try is seriously handicapped by the 
fact that its manufacturers are for 
the most part small and without ex- 
tensive resources, and because of this 
condition, they are unable to promote 
adequately their products to a suffi- 
cient degree to obtain fullest public 
acceptance ... May I review just one 
of the activities and accomplishments 
of gas appliance manufacturers in the 
interests of the industry as a whole. 
Three years ago a group of 20 east- 
ern gas water heater manufacturers 
embarked on a program to stimulate 
on a national basis the sale of auto- 
matic gas water heaters by utilities 
and dealers. We are now engaged in 
the third national water heater sales 
campaign—“The Prize Parade.” The 
1938 program is more truly national 
in scope than its predecessors in that 
it is sponsored by all the principal 
water heater manufacturers in the 
country who represent over 90 per 
cent of the national production, in- 
cluding 10 manufacturers on the Pa- 
cific Coast.” (Turn to Page 32) 


(1) Henry L. Masser, Arthur B. Newby. Southern California Gas Co.; Robert A. Hornby, Pacific Lighting Corp.: Guy Wadsworth, Jr., and F. S. Wade, South- 

ern Counties Gas Co. (2) H. A. Strong, Servel, Inc.; C. B. Babcock, General Gas Light Co.; C. A. Miller and Louis Ruthenburg, Servel. Inc. (3) A. B. Macbeth. 

Southern California Gas Co. and C. W. Sears, Gas Ice Corp., Seattle. (4) H. L. Farrar, Coast Counties Gas and Electric Co.;: Clifford Johnstone, Pacific Coast 

Gas Association, N. R. McKee, Southern Counties Gas Co. (5) W. M. Jacobs, Southern California Gas Co.: R. S. Fuller, Pacific Gas and Electric Co.: Lee 
Holtz, Southern California Gas Co. 


t S CAMERR .. « Candid Glimpses 


of the P.C.G.A. Delegates at Santa Barbara 


For many of the pictures reproduced on this and the following pages, GAS wishes to acknowledge the cooperation of Mel 
Jones, Southern California Gas Co.; Russ Waters, Merco Nordstrom Valve Co.; Hal Singleton, Grayson Heat Control. 


(6) F. F. Elliott, Crane Co.; George Clifford, Republic Steel Co.; Harold 
E. Howard, Howard Supply Co.: Charles Boyle, Republic Steel Co.; 
(7) Leroy M. Edwards, Industrial Fuel Supply Co., and Guy Wadsworth, 
Jr., Southern Counties Gas Co. (8) Frank Mosher, S. R. Dresser Mfg. Co.:; 
Frank Talcott, Pacific Gas and Electric Co.:; E. V. Daily. Clow Gasteam 
Radiator. (9) P. M. Downing, Pacific Gas and Electric Co. (10) Wm. 
Moeller, Jr., and Eltinge Henderson, Southern California Gas Co.; Clyde 
H. Potter, Southern Counties Gas Co.; R. E. Coles, Panamanian Gas Co. 
(11) Capt. A. E. Higgins, Pittsburgh Equitable Meter Co. and R. M. 
Conner, A.G.A. Testing Laboratories, Cleveland. (12) W. G. B. Euler and 
I, B. Adams, Pacific Gas and Electric Co. (13) E. Holley Poe, secretary, 
Natural Gas Department, A.G.A. (14) Otto Mauthe, Southern California 
Gas Co. (15) George Egleston, H. R. Basford Co. 


Seen Around the Grounds of the 
Santa Barbara Biltmore 


(1) President Norman R. McKee addresses a meeting of 


the Women’s Committee. Many of the Convention’s 
sessions were held in cool and picturesque outdoor cor- 
ners of the hotel grounds. (2) Harry L. Masser, South- 
ern California Gas Co., and Jim Reed, Cooper-Bessemer. 
(3) Zita O’Connor, Pacific Gas and Electric Co. (4) C. B. 
Babcock, C. B. Babcock Co., and Ernie Hanmer, Ameri- 


can Stove Co. (5) Norman Hoff, Southern California 
Gas Co. (6) T. G. Wallace, Southern California Gas Co. 
and R. L. Grutzmacher, Natural Gas Equipment Co. 
(7) A. B. Allyne, California Railroad Commission and 
H. A. Faull, Southern Counties Gas Co. (8) L. C. Olpin. 
Mountain Fuel Supply Co. (9) R. I. Snyder. Southern 
California Gas Co. (10) Ross Munro and E. J. Hinchey, 
James Graham Manufacturing Co. (11) Gladys Price, 
Southern California Gas Co., and Ruth Kruger, Central 
Arizona Light and Power Co. (12) C. P. de Jonge, San 
Diego Consolidated Gas and Electric Co. (13) W. A. 
McGlashen and M. J. Cereghino, Southern California 
Gas Co. (14) Fred F. Doyle, Pacific Gas and Electric 
Co. (15) S. S. Donaldson, Southern California Gas Co. 
inspects equipment. (16) Carl Swigart, Pacic Coast Gas 
Association. (17) Freida M. Johnson and Esther Laidly 
Wright, Seattle Gas Co. (18) R. V. Davis, Southern 
California Gas Co. and N. O. Fratt. Seattle Gas Co. 
(19) J. H. Lewis and Hal Singleton, Grayson Heat Con- 
trol. (20) R. G. Logue, Ward Heater Co., Jay Jenkins. 
G A S. and George Clifford. Republic Steel Corp. 
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(1) I. F. Holdeman, Southern Counties Gas Co.:; R. W. 
Campbell, American Stove Co.: R. N. Dreiman, Coast 
Counties Gas & Electric Co.; R. D. MacMahon, Southern 
California Gas Co. (2) K. C. Tomlinson, American Meter 


Co., Russ Nance (Tied for Low Net), Coast Counties Gas 
& Electric Co.: A. R. Bailey. Coast Counties Gas & 
Electric Co.; Jack Delaney, Reliance Regulator Corp. 
(3) F. O. Suffron, A.G.A. Testing Laboratories, Los An- 
geles: R. G. Logue, Ward Heater Co.: H. N. Ramsey. 
Welsbach Co. (4) H. G. Laub, Southern California Gas 
Co. and A. C. Maynard, Shell Oil Co. (5) A. B. Allyne. 
California Railroad Commission, three-time winner and 
now permanent possessor of the Babcock-Pederson- 
Basford trophy. (6) Elroy Payne, Payne Furnace and 
Supply Co.; R. M. Conner, A.G.A. Testing Laboratories, 
Cleveland: W. H. Noble, Ducommun Metals & Supply 
Co. (7) Fred Gilmore, Kilby Steel Co. (8) J. T. Van Rens- 
selaer, Southern California Gas Co. (9) J. C. Gilbert. 
Fred Champion, and George Smith. Southern Counties 
Gas Co. (10) T. K. M. Smith and R. E. Morter, Industrial 
Fuel Supply Co. (11) George Wehrle and J. P. Dresen, 
Public Service Co. of Colorado, and Arthur Theobald, 
Payne Furnace & Supply Co. (12) A. F. Bridge, South- 
ern Counties Gas Co.; William Moeller, Jr.. Southern 
California Gas Co.; Lester S. Ready. consulting engi- 
neer, San Francisco. (13) Allen D. MacLean, Pittsburgh 
Equitable Meter Co.; Lee Holtz, Southern California Gas 
Co.: Walter Davis, Merco Nordstrom Valve Co. (14) E. H. 
Roseberry and F. S. Fairchild, Sprague Meter Co. 
(15) Nicolai Senatoroff, Southern Counties Gas Co. 
(16) Otto Goldkamp, San Diego Consolidated Gas & 
Electric Co. (17) John Diehl, American Meter Co.: Walter 
Thrall, Reliance Regulator Corp.: K. C. Tomlinson, 
American Meter Co.; Jack Delaney. Reliance Regulator 
Corp. (18) Charles Eckles. Monrovia, Guy Corfield. 
Southern California Gas Co.; George Finley. Santa 
Barbara: A. B. Allyne, California Railroad Commission. 
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The 1939 Convention of the P. C. 
G. A. returns to San Francisco’s 
Fairmont Hotel, a-top Nob Hill, which 
overlooks the Bay and Treasure Island, 
locale of the Golden Gate Interna- 
tional Exposition. The week of Sep- 
tember 4 is the date set. 

* = » 


R. A. HORNBY, vice-president, Pa- 
cific Lighting Corp., San Francisco: 
“Because of the national advertising, 
we have not only obtained the atten- 
tion of customers, financiers and our 
dealers, but also of other industries 
... Two years ago one of our four- 
color ads carried a picture of a mod- 
ern kitchen with a back wall made 
of glass bricks. Members of the Glass 
Container Association observed this 
and favorably commented upon it. 
Two months ago this glass association 
opened a model kitchen in New York, 
with the greatest portion devoted to 
gas appliances ... Right now we are 
working with the glass association to 
have some of their units in the New 
York and San Francisco World’s Fair 
Gas Exhibits. The glass. people 
frankly admit that they would not 
have been interested in us had it not 
been for our national advertising.” 


One event much appreciated by the 
ladies was a luncheon presided over 
by the convention hostess, Mrs. N. R. 
McKee, at the colorful El Paseo res- 
taurant. And beautiful indeed was 
the trip that followed to the famed 
Blaksly Botanic Gardens, where ex- 
periments are conducted in growing 
and developing the Southern Cali- 
fornia flora. 

e e e 


The Gold Medal Award, presented 
by President McKee at the Banquet, 
went to Phillip E. Beckman, Pacific 
Gas and Electric Co., for his paper, 
“The Mechanics of Storage in Nat- 
ural Gas Transmission Lines.” (GAS, 
Sept., 1938, p. 39.) 

Honorable Mention was awarded to 
J. W. Vanier, Southern California 
Gas Co., for “Experience with Install- 
ment Financing.” (See page 22.) 

To A. F. Rice, Southern California 
Gas Co., for his working in promot- 
ing the “CP” range program. 

To QO. R. Doerr, Pacific Gas and 
Electric Co., for “Some Facts and 
Figures on Selling Gas Service.” 

To R. E. Fisher, Pacific Gas and 
Electric Co., for his contributions 
leading to advanced studies on stand- 
ardizing appliance guarantees. (See 
page 25.) 

To W. A. LaViolette, Pacific Gas 
and Electric Co., for “Design of a 
Remote Control Pressure Station.” 

To M. T. Burton, formerly of 


Southern California Gas Co., for “A 
Method for the Direct Determination 
of Soil Corrosivity in Terms of Con- 
ductivity.” (GAS, December, 1937, 
p. 29.) 

To A. B. Martin, Montana Power 
Co., for “New Dew Point Apparatus.” 
(GAS, April, 1938, p. 46.) 

To the Transmission Committee, 
Fred Wilson, Pacific Gas and Elec- 
tric Co., chairman. 

The Basford Trophy for the ensu- 
ing year was awarded to the Tech- 
nical Section, Arthur B. Allyne, chair- 
man. 

& a e 

The Home Service girls and the 
attending delegates on one afternoon 
found themselves at fever pitch ex- 
citement, during the running of the 
Load-Building Sweep stakes for a 
purse of 1500 Therms added. That 
old standby Sell-More Gas, ridden by 
Jockey Employee, came thundering 
down the stretch to nip the “CP” 
stable’s entree, All-Automatic, at the 


wire. 
e 7 2 


E. F. McNAUGHTON, director of 
public utilities department, California 
Railroad Commission: “In viewing 
trends of regulatory matters in some 
of the other states, one of the things 
noticed is the emphasis given in many 
instances to utility valuations and 
property records. Perhaps this may 
be due in part to greater emphasis in 
formal rate cases to estimate of cost 
to reproduce new as an element of 
value. Substantial sums are being 
spent both by commissions and utili- 
ties in developing continuous prop- 
erty records.” 

a e * 

Applications for tickets to the An- 
nual banquet far exceeded expecta- 
tion (plans called for 440) with 570 
attending. Banquet Committee Chair- 
man Ernie Hanmer kept everybody 
happy while additional tables were 
placed so far out on the hotel’s ve- 
randa that occupants of those tables 
were nearer the Pacific Ocean than 
the speakers’ table. 

eee 


August Bruhn of the Los Angeles 
McCann-Erickson office was busy with 
his camera the whole time and ob- 
tained some excellent shots of R. A. 
Hornby, Pacific Lighting vice-presi- 
dent in action on the tennis courts. 


WILLIAM J. BARRETT, manager 
policy holders service bureau, Metro- 
politan Life Insurance Co., New 
York: “Means should be adopted for 
taking the Company’s men into the 
Company’s confidence. They should 
be informed concerning the com- 
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pany, not only its policies and pur- 
poses and motives, but particularly 
its plans and constructve undertak- 
ings. Each employee should under- 
stand that his work has its part in 
the ultimate results, and his duties 
should be interpreted to him in the 
aims and accomplishments of the en- 
terprise as a whole.” 
© * * 


Zita O’Connor of Pacific Gas and 
Electric Co. will head the women’s 
committee next year. Doris Allen of 
Southern California Gas Co., was this 
year’s chairman. The girls of the 
Southern Counties Gas Co. produced 
a yearbook good enough to win the 
$25.00 first prize. 


Much credit must go to R. W. 
Gregory of Santa Barbara who 
handled transportation, keeping the 
delegates flowing between the various 
Santa Barbara hotels and points of 
interest with never abating vigor. 

- + * 


W. M. JACOBS, general superin- 
tendent of sales, Southern California 
Gas Co.: “The Manufacturer is the 
medium through which all develop- 
mental progress must flow and take 
form. Every improvement, every de- 
vice, gadget, control, which directly 
governs the customer’s utilization of 
gas service, must take form in the 
appliance manufacturer’s hands... . 
There is still insufficient thought 
given to appliance design with antici- 
pation of ease of servicing and ad- 
justing on the customers’ premises. 
I have actually seen newly designed 
appliances, before they have gone into 
production, that required a_ whole 
kit full of special wrenches and other 
tools to adjust them. Manufacturers, 
by more thoughtful designing, could 
make real contributions toward less- 
ening field service costs.” 

* oe * 


Deke Houlgate, A. G.°A.’s repre- 
sentative in Cinemaland, spent part 
of each afternoon with Esther Laid- 
ley Wright (Seattle Home Service) 
and some of the boys from Industrial 
Fuel Supply Co. on the badminton 
court. 

e e e 

LESTER S. READY, consulting 
engineer, San Francisco: “Large 
utilities, though generally more effi- 
cient than smaller ones, are subject 
to certain dangers just because of 
their size. The small utility has one 
very distinct advantage, that of being 
a recognized part of the local com- 
munity, particularly interested in its 
success, sensitive to its needs. Its 
manager is not instructed from the 


(Continued on Page 78) 
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Carboseal--The Development of Its 


ARBOSEAL has been offered to 
C the gas industry for two years 
as a liquid especially designed to stop 
leaks in dry distribution systems. It 
has been used by many operating com- 
panies throughout the country. The 
scope of this article is to outline the 
principles which guided the develop- 
ment of this product and the aspects 
of the material which make it adapted 
to its chemical and, ultimately, phys- 
ical task. 

The distributors of relatively dry 
gas in systems employing bell and 
spigot, lead or cement joints have been 
troubled for several decades by ex- 
cessive gas losses. In the past, this 
was believed due largely to joint leak- 
age. Since the advent of Carboseal, 
unaccounted for gas is known to be 
shared about equally between joints 
and services. 

Mains which have undergone a 
“changeover” from a “wet” gas such 
as, for instance, coal gas to a “dry” 
gas (natural or high pressure trans- 
mission to district governors) are par- 
ticularly susceptible to the trouble. 
Costs of replacing or repairing af- 
fected joints are high, accident risk 
great and inconvenience considerable. 

The primary object was to develop 
a cure which would be economical as 
to material costs and labor, perma- 
nent and fool-proof in application and, 
at the same time, present no secon- 
dary difficulties. 

But dry mains are often subject to 
another difficulty which varies in ser- 
iousness according to the appearance 
of the particular distribution system: 
the dust problem. The presence of 
dust in gas may cause excessive wear 
on valves and cocks, require servicing 
of appliance pilots, affect the opera- 
tion of meters. A secondary object 
was to produce a material which not 
only would stop joint leak but which 
would also “lay” dust. 


Joint Leak 


In order to specify the attributes 
necessary for a material to stop leak, 
typically affected bell and spigot joints 
were studied. 

In these joints, the spigot fits into 
the bell-shaped end of another pipe 
section. The space between the bell 
and spigot is caulked with stranded or 


By JOHN R. SKEEN 


The United Gas Improvement Co., 
Philadelphia, Pennsylvania* 


plaited jute, variously ‘“‘soaped” or 
entirely untreated. Stranded, un- 
treated jute has been used in the past 
for the most part. The face of the 
bell may then be “poured” with lead 
and the joint is entirely gas tight. 
Cement also is used and, generally, 
the sequence is jute caulking, a layer 
of cement, more caulking and a final 
cement layer. 

With temperature change, however, 
the spigot contracts longitudinally 
from the bell and the lead or cement 
seal is broken by the pull so that, at 
first, a small capillary path between 
spigot and seal is formed. Infre- 
quently, the seal may break at the 
bell, but this is unusual because the 
surface for binding is greater at this 
region than at the smaller diameter 
of the spigot. In any event the con- 
stant contraction and expansion of the 
main over the years wears away the 
cement or lead so that a very signifi- 
cant clearance ultimately develops. So 
long as wet gases are distributed, no 
serious gas loss occurs and the solid 
seals function for the most part sim- 
ply as mechanical protectives for the 
jute caulking, preventing gross access 
of air and infiltrations of ground 
water and soil. 

The jute caulking alone actuaily 
keeps the joint gas tight. If, for any 
reason, the caulking is poorly done, 
leak develops immediately and the 
joint must be replaced or repaired. 
But if the jute is permitted to desic- 
cate relative to its condition when 
first put into place, leak occurs as 
soon as the seals break and to a de- 
gree depending upon the degree of 
desiccation occuring. In practice, jute 
may be regarded as the only gas seal- 
ing mechanism and lead and cement 
ignored. Thus the physical condi- 
tion of fibre is of first importance. 

From experience, it is known that 
there is a relation between joint leak- 
age and gas dryness. This relation is 


*Portions of a paper, “Chemical Aspects of 
Carboseal,”” presented by Mr. Skeen before the 
American Gas Association Joint Committee Con- 
ference of the Production and Chemical Commit- 
tees, Hotel Pennsylvania, New York, N. Y., May 
23, 24, and 25, 19388. 


Physical and Chemical Properties 


more properly between leakage and 
jute dryness. 

The acquisition of water results in 
a volume increase of fibre in which 
swelling of cell walls occurs and is 
projected centrifugally while the cavi- 
ties (lumina) of the cells change in 
dimension only to a very small extent. 
The effect is predictable and has been 
confirmed by observation and calcula- 
tion. Thus the water acquired by jute 
results in a direct volume increase 
in which cell diameter is directly in- 
creased as though the cells were solids, 
that is, the outside diameters only are 
increased. 

The volume per cent increase of dry 
jute as various humidities (see Fig. 
1) shows that maximum swelling is 
about 41.4 per cent + 0.4; that the 
greatest increment appears as rela- 
tive humidity changes from 75 to 100 
per cent; that as much swelling re- 
sults when relative humidity increased 
from 75 to 100 per cent as occurs 
from 0 to 75 per cent. From the view- 
point of shrinking, jute volume de- 
creases 14.6 per cent as relative hu- 
midity shifts from 100 to 75 per cent, 
and the maximum volume decrease 
from a water saturated atmosphere is 
29.2 per cent. 


Swelling of Jute Masses 


The swelling of individual jute 
fibres must be related to the behavior 
of the jute mass in the joint. Such a 
study may be made by using tightly 
plaited jute rope. Many of these jute 
units were selected, dimensions ascer- 
tained at relative humidities of 70 
to 80 per cent and after immersion in 
test liquids. 

When it occurred, swelling was only 
transverse with respect to the long 
axis of the plaits and thus of the com- 
ponent cells. The gross maximum ob- 
served after water immersion was 
15 per cent + 1.5 which agrees with- 
in the accuracy of the method and con- 
trol with the expected 16.2 per cent. 


The caulking thus swells and 
shrinks as a unit, and the mass re- 
flects the transverse swelling of the 
individual cells. The values shown in 
Fig. 1 may be used to estimate the 
amount of mass retraction from bell 
and spigot if relative humidities at 
the two equilibria periods are known. 
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TABLE NO. 1. REFRACTION OF CAULKING FROM BELL AND SPIGOT OF A 
FOUR-INCH JOINT WITH RELATIVE HUMIDITY CHANGE 


Resulting free 
space between 


Equilibria Decrease in caulking and 
Relative Humidity (Percent) Caulking Volume Bell or Spigot 
When Caulked On Changeover (Percent) (inches) 
100 90 9.9 0.015 
100 80 13.0 0.019 
100 70 15.2 0.023 
100 0 29.2 0.047 
75 50 3.9 0.005 
75 0 17.5 0.027 


In Table No. 1, results are calcu- 
lated on the basis of a_ perfectly 
packed joint initially free of unim- 
peded voids and with the fibres free 
to move as a function of humidity 
changes only. 

Under such conditions the clearance 
or uninterrupted free space between 
caulking and bell or spigot may be 
nearly 3/64 in. The path of gas leak 
is clearly located between the caulking 
and spigot, continuing to the capillary 
space between the lead seal and spigot. 
But there are many variations from 
the ideal condition from which calcu- 
lations were made, and the degree of 
leak and efficiency of the treating li- 
quid varies also. 

Clearly, a humidity reduction from 
75 to 50 per cent produces a capillary 
space at the spigot of only 0.005 in. 
and nearly any liquid could be sup- 
ported in so small a space and effec- 
tively plug the gap thus stopping leak. 
But as the space widens, the ability of 
a liquid to support itself at the peri- 
phery of the caulking decreases so 
that when the dimension is about 
0.015 in. or more, the path of leak re- 
mains almost unchanged no matter 
what liquid is present. 

Nearly all jute packing has been in- 
filtrated with tar or gum, the mass re- 
maining pliable until, as on a change- 
over, evaporation occurs. Not only 
does the jute shrink, but as it does, 
tar and gum become hard and effec- 
tively cement the the fibres together. 
Shrinking is irregular and a contin- 
uous uniform annulus for gas escape 
is unusual. In this way the path is 
tortuous and leak is localized at points 
along the face of the joint. Wherever 
the space between spigot and the 
hardened jute mass is less than 0.015 
in. practically any liquid will plug the 
gap. But, because shrinking is irreg- 
ular, much of the space in such situa- 
tions exceeds the maximum permis- 
sable dimension, and leakage cannot 
be stopped by a liquid simply plugging 
such voids thus isolated, and tortuous 
paths terminating at points on the 
bell face persist. 


The failure of rehumidification is 
predictable: unless the gas is main- 
tained greater than 95 per cent water 
saturated, significant leak continues. 
Should the jute be cemented by dry 
tar and gum, the fibres are not free 
to move and a peripheral path of leak 
remains as water is a poor solvent for 
such materials. 

The futility of using non-swelling 
liquids is also apparent: leakage can 
only be stopped by the liquids sup- 
porting themselves between jute and 
spigot. This can be done by nearly 
any liquid when the space is narrow 
(and leakage slight) but it cannot be 
done by any liquid when the space is 
significant (and leakage large). 

The conclusion is reached that leak- 
age can be stopped no matter how 
much the jute has shrunk, if the jute 
is saturated by a maximum swelling 
liquid which causes the caulking to 
expand tightly against bell and spigot. 

Jute is slowly disintegrated by 
water, and the diameters of films are 
significantly decreased in time by the 
loss of plate-like scales from the cell 
surfaces. Such formation may be 
called “dusting” and the fibres slowly 
“powder.” The powder falls to the 
bottom of the joint, and the amount 
of fibre remaining at and near the 
top is often seriously reduced in bulk. 
For this reason, not only must the 
treating liquid swell the jute, but it 
must swell it to the maximum. Often, 
even this isn’t good enough for perfect 
sealing, but as long as 70 per cent of 
the original jute remains, a perfectly 
swelling liquid will stop leakage. 


Characteristics 


An ideal liquid must: (1.) wet and 
swell jute to a maximum degree; (2.) 
permit the swelling to be transmitted 
over the fibre length; (3.) be a good 
solvent for main deposits such as gum 
and tar; (4.) be permanent (i.e. low 
vapor pressure); (5.) be cheap and 
cheaply and simply applied to the 
joints; (6.) be hygroscopic; (7.) be 
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miscible in water; (8.) be an anti- 
freeze. 

The liquid should not: (1.) cause 
or permit corrosion of mains or the 
lead/iron interfaces of joints; (2.) 
be subject to phase change with time 
(not form a jelly, soap, gum or other 
solid substance); (3.) have any dele- 
terious effect on jute. 

Much may be said on each point. A 
brief outline only is presented. 

a. Wetting: This is important for 
two reasons: (1.) that jute may ac- 
quire the liquid and (2.) that dust in 
mains may be laid. 

While it is true that water vapor 
may be adsorbed on the jute cell sur- 
face and absorbed within the cell wall, 
it is likewise true that the process is 
slow, particularly when the adsorbing 
surfaces are encased almost entirely 
by metal as in joints. While other 
vapors may be adsorbed also, cost is 
prohibitive insofar as only a small 
percentage of the vapor carried by the 
gas reaches the goal—the jute caulk- 
ing. Obviously, the ideal liquid must 
be distributed in the liquid phase for 
economic reasons with respect to effi- 
ciency and materials cost. 

Such a liquid must physically con- 
tact jute before it can pass within the 
walls to affect swelling. This is true 
whether poured or atomized. 

It is fortunate, indeed, that there 
is a small space separating the end 
of the spigot from the butt of the bell. 
In 4-in. joints, this varies from 3/32 
to ¥4-in. wide and may be up to 
%,-in. deep. From Fig. 2, a very con- 
siderable volume is observed which 
depends in part on the closeness of 
caulking. The volume of this region 
(the well) controls in great part the 
rate at which the caulking may be- 
come saturated. 


b. Solvent Action: Depending upon 
the history of the main, deposits of 
gum, tar, naphthalene and corrosion 
products may be present to various 
degrees. While the entire surface of 
the line is often coated, condensed 
products collect particularly along the 
bottom. Fig. 2 shows tarry aggre- 
gates which also are present as a film 
around the jute strands at the bottom 
of the joints. The fibres may be en- 
cased in anything present in the line 
and the well may be obstructed with 
the material or only minutely affected. 

Such deposited gum and tar ulti- 
mately become hard on a changeover 
due to loss of volatile components and 
effectively cement the fibres together. 
Thus the ideal liquid is required to 
dissolve these deposits that the fibres 
may acquire the swelling liquid and 
permit the jute mass to expand 
tightly against the spigot that leak- 
age may be stopped. 
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c. Dust Laying and Vapor Pres- 
sure: That the liquid may “lay” dust, 
the dust must first be wetted. The 
leak-stopping liquid is then required 
to wet tar and gum deposits for the 
additional reason that it may spread 
over the main surface by capillarity 
and reach all particles free to move or 
be carried by a gas stream. Water is 
notoriously poor in these regards— 
as a gum and tar solvent and in addi- 
tion as a wetting agent for metal. 
A volatile liquid, again, involves con- 
stant injection as losses due to vapor- 
ization from main surfaces are con- 
stant and vary directly as the vapor 
pressure. 


Laboratory experiments have shown 
that dust is not effectively “laid” un- 
less the main deposits are saturated 
with a liquid, whether water or any- 
thing else. This means that the dis- 
tributed gas is to be kept 100 per 
cent saturated with water or other 
condensable vapor. So it is that the 
ideal liquid must have a neglible vapor 
pressure, i.e. less than 0.01 mm., in 
order to fulfill the necessities of per- 
manence, cheapness, and fool-proof- 
ness in handling. Higher vapor pres- 
sure can only mean excessive mate- 
rials losses which in turn increase 
costs and involve risks in storage and 
handling. 

d. Swelling Transmission: A liquid 
affecting cell swelling must not in- 
hibit the transfer of position change 
(cell moving from cell at contact 
points) from being translated 
throughout the entire length of the 
fibre. Should this result, the fibres col- 
lapse upon themselves in spite of the 
fact that maximum swelling occurred. 
If however, the absorbed liquid rend- 
ers the jute rigid, a displacement of a 
fibre at one point (adjacent to a sec- 
ond fibre) causes a displacement of 
the fibre throughout its length and the 
jute mass swells and is displaced 
within the joint to the degree that the 
cells swell: the caulking unit (fibres 
and all included voids) increases in 
volume. This is necessary and suffi- 
cient condition for the elimination of 
path of gas escape between spigot and 
retracted caulking. 

e. Miscibility: The ideal liquid may 
come into contact with surfaces of all 
degrees of wetness with respect to 
water and oil (tar gum). For wet- 
ting to occur, the treating liquid must 
be miscible with whatever liquid al- 
ready wets the main or jute. Water 
is present in some degree in practi- 
cally all distribution systems and so 
the treating liquid must be miscible 
with it as well as with gum and tar to 
prevent emulsion formation. 


f. Non-Corrosiveness: Any liquid 


added to a main should be no more 
corrosive to mild steel and mild steel / 
lead interfaces than is water; prefer- 
ably, much less so. The suppress cor- 
rosion means not only longer life to 
joints and mains but an 80 per cent 
decrease (by analysis) in the amount 
of gas transportable solids. Corrosion 
products are a major source of dust 
troubles. Likewise, an added liquid 
must have no hydrolyzing or disinte- 
grating action on jute because jute 
and jute alone is the matrix which 
makes possible the suppression of gas 
leakage in bell and spigot joints. 


g. Constant Phase State: Any added 
material which undergoes a change in 
phase, as for instance, from liquid to 
solid, unnecessarily projects a serious 
risk with time. A phase change in 
nearly all cases involves a volume de- 
crease. A liquid initially saturating 
the caulking space may stop leaks pri- 
marily only because the entire caulk- 
ing space voids are filled with it. The 
liquid under gas pressure is free to 
move from the joint through the capil- 
lary space—always present—between 
the cement or lead seals and the spig- 
ot. Effectiveness in stopping leaks is 
dependent upon filling not the fibre 
interstices, but the space between re- 
tracted jute and spigot. Should this be 
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affected by an ordinary liquid (with- 
out the properties as specified for an 
ideal liquid) loss in liquid signifies 
loss in effectiveness. But phase change 
producing a solid results in volume 
decrease of the added material, as by 
the evaporation of a solvent, and 
whether the fibres were swelled or not, 
volume contraction results in unit be- 
havior of the jute solid mass so that 
the caulking material is retracted 
from the spigot and a capillary space 
again results in the same manner but 
for a different reason than made it oc- 
cur in the first place. Periodic re- 
treatment, becoming increasingly dif- 
ficult, is necessary, and there is no 
margin of safety because 100 per cent 
joint saturation is mandatory. 

This procedure contrasts with that 
of an ideal liquid: the joint need not 
be saturated, but only the jute, for 
leakage to be effectively stopped. Ex- 
cess liquid may be present in inter- 
stices and cell spaces to act as a 
reservoir maintaining the fibres satu- 
rated should loss occur. Periodic ad- 
ditions present no difficulties. The 
jute remains essentially as it was or- 
iginally and no clogging deposits ac- 
cumulate in the mains. 

h. Hygroscopicity: Finally, for uni- 
versal application, an ideal liquid 
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VOLUME INCREASE OF DRY JUTE (IN 1) 
FIG. 1. Effect of water vapor on increasing the volume of dry jute. 
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should be hygroscopic, that is, it should 
absorb water vapor from gases of 
relatively low humidity less than 50 
per cent relative humidity. Certain 
systems are required to rehumidify 
gas for a variety of reasons so that 
the relative humidity exceeds 70 per 
cent. Many systems called dry actu- 
ally distribute gas at about 50 per 
cent relative humidity. In either case, 
a hygroscopic liquid is more economi- 
cal to use because, by absorbing water 
vapor from the gas, less is required to 
saturate the jute. Further, the pres- 
ence of a hygroscopic liquid acts as a 
balance wheel or governor maintain- 
ing the gas at a uniform humidity 
always less than 90 per cent regard- 
less of the normal change in the water 
vapor of the gas. By its anti-freeze 
character, the liquid in addition miti- 
gates freezing at positions of exces- 
sive condensation and drip. 


Selection of Compounds 


The multiplicity of properties re- 
quired for an adequate joint sealing 
liquid makes it improbable that one 
compound alone will be adequate. 
Search for proper liquid mixtures con- 
sisted in the identification of the 
best compounds for each separate 
task. The most important study was 
that concerned with jute swelling. In 
this work, compounds were chosen ac- 
cording to chemical type with no ref- 
erence to cost, volatility or anything 


else. A liquid which will not swell 
jute is practically valueless. The effect 
of many compounds on the stiffening 
of fibres was the next concern. A mix- 
ture permitting fibre collapse would 
be detrimental to joints. Solvent ac- 
tion was then considered as, even 
though swelling and stiffening re- 
sulted, expansion of caulking cannot 
occur if fibres are bound by hardened 
masses of gum and tar. 


While a mixture which swells, stif- 
fens and renders fibres free to move 
and expand by dissolving encrusting 
main residues will stop leak, it will do 
so most efficiently if miscible in water 
and hygroscopic. From an economic 
viewpoint, the components must be 
permanent to prevent excessive losses 
to the gas and to minimize retreat- 
ment.* 


a. Outline of Methods: The tech- 
nique used in the determinations of 
absorbed water by dry jute in equilib- 
rium with various relative humidities 
(Fig. 1) is not adaptable when 
liquids of very low vapor pressures 
are employed. Because only the max- 
imum swelling induced by a test li- 
quid is ultimately important, jute 
may be immersed and the desired end 
gained in a minimum of time. A 
photomicrographic method was de- 
veloped which permitted the deter- 
mination of swelling within a fixed 


* The results are given in part in tabular form 
in Mr. Skeen’s original paper. 


GAS-October 1938 


probable error of + 1.5 per cent. 
Very thin (15-25 micra) cross sec- 
tions of jute were cut and perman- 
ently mcunted on slides. These were 
kept in desiccators until perfectly 
dry relative humidity 0 per cent. For 
study under the microscope, slides 
were transferred to a microdesiccator 
so that no vapor would be acquired by 
the sections. Two or more specimens 
were selected and photomicrographed 
at a magnification of 250x, then im- 
mersed in the test liquid until no fur- 
ther swelling resulted. From one to 
14 days were required depending upon 
the compound used. After re-photo- 
micrographing, the difference in cross- 
sectional area gave the exact measure 
of induced swelling. Sufficient types 
were tested and prediction of many 
untested compounds is possible. 


Stranded jute bundles (plaits and 
rope) were immersed in many com- 
pounds and mixtures. All are not re- 
ported. Increase in volume was ascer- 
tained. It is sufficient to remark that 
bundles increased in volume to a pre- 
dictable degree from the _ swelling 
values of the fibre only if the liquid 
induced a stiffening of fibre to the 
Same or greater degree than that re- 
sulting upon water immersion. 


Solvent action studies were made in 
several ways: 


1. Miscibility of test liquids with 
tar and gum. 

2. Rate of dissolution of tar or gum 
dried on metal strips and the strips 
immersed in test liquids. 


3. Rate of climb of liquids on tar 
and gum surfaces. 


4. Effect of liquids on the softening 
of gum and tar impregnated strands. 


Many observations are here possi- 
ble. However, the last method was 
chosen to report, in part, because of 
practical appeal. The jute was ob- 
tained from a 4-in. bell and spigot, 
lead sealed joint known to have been 
exposed to liquid phase gum and tar 
for years. Results are in agreement 
with other work. The jute as received 
was hard—almost brittle—and heavily 
infiltrated with pitch and gum. The 
measure of solvent action was the 
reasonably close estimation of the 
softness of the mass ultimately at- 
tained due (in most cases, olive oil 
and oleic acid excepted) to the sol- 
vent action of test liquids alone. 

Vapor pressures are largely quoted 
from many sources. 

The ability to wet metal is given 
as an index—the greater the reported 
value, the greater the ease of wetting. 
Many hundred tests were made using 
several hundred compounds and mix- 
tures. 

By hygroscopicity is here meant the 


ere bai Gr ssa cit ome: BS acd 5 y re ae 8g 


ides ARCANE Aaah sl need Fecal 


GAS-October 1938 


ability of a liquid to acquire water 
from the vapor phase. To a slight and 
unimportant extent, all pure and 
“dry” compounds can do this. Other 
compounds, even though diluted al- 
most infinitely with water, may still 
acquire more. These are truly hygro- 
scopic. All degrees occur within these 
limits and compounds not classified 
are “hygroscopic” to a degree which 
is unimportant to this problem. 


b. Results: The maximum swelling 
of dry jute possible without disinte- 
gration is 44 per cent. An ideal joint 
treating liquid must achieve this de- 
gree, and for this property choice is 
limited to certain hydroxylated com- 
pounds such as diethylene glycol. Sev- 
eral non-hydroxylated compounds per- 
mit swelling to a slight extent, but 
such as represented by tetralin, olive 
oil and spindle oil have little swelling 
(13-14 per cent) and no practical 
value. Still others such as cresol 
(ortho, meta or para), phenol and 
crude tar products generally induce 
no swelling whatever. Fig 3 pictures 
jute sections before and after treat- 
ment with liquids of three swelling 
classes: the best, Carboseal; the neg- 
ligible, spindle oil; the non-swelling, 
tar bases. 

When the stiffness factor is con- 
sidered, objection to spindle and olive 
oils is clear: fibres are rendered soft, 
without elasticity, cannot expand and 
in the joint would not reorient to ob- 
struct the path of gas leak. The hy- 
droxylated compounds are as good or 
slightly better than water and are 
acceptable for use. But cresol and 
quinoline make fibres exceptionally 
stiff and rigid, a desirable result and 
incorporation of such allied com- 
pounds into the ideal liquid is indi- 
cated. 

Although certain hydroxylated com- 
pounds (aromatics excepted) swell 
and stiffen jute, they are poor sol- 
vents for tar and gum—in fact, no 
better than water. Cresol, phenol and 
quinoline are among the best and 
clearly some of these must be used if 
the hydroxylated group is to function 
in general use. 

Not only are the hydroxylated com- 
pounds miscible in water, but they are 
hygroscopic to a significant and im- 
portant extent. Again their use is in- 
dicated as the base of the ideal liquid 
and cresol, phenol, quinoline and other 
allied and otherwise valuable com- 
ponents are acceptable for mixing 
only if they can be kept in solution 
in the presence of large excesses of 
water on the one hand and low tem- 
perature on the other. Types such as 
crude tar products, olive oil, and soaps 
are eliminated. 


Permanence is 
indicated by vapor 
pressure. A per- 
manent liquid for 
main use is defined 
as one whose vapor 
pressure is less 
than 0.01 mm. at 
65° F. Of the pre- 
ferred hydroxy- 
lated group, diethy- 
lene glycol is best. 
The main treating 
mixture should 
contain at least 70 
per cent of such 
permanent compo- 
nents. Other com- 
pounds are added 
for secondary rea- 
sons (obtain maxi- 
mum stiffness, sol- 
vent action, wet- 
ting of metal, cor- 
rosion reduction) 
but they must ap- 
proach permanence 
and their vapor 
pressure should not 
exceed 0.2 mm. at 
65° F. Such com- 
pounds as tetralin, 
decalin, water and 
crude tar products 
are eliminated as 
being short lived, 
requiring too fre- 
quent retreatment, 
too expensive for 
use and inducing 
serious secondary 
troubles (pilot out- 
ages, main stop- 
page, phase change 
in the joint, and 
other difficulties.) 

Anti-corrosive 
action and cost re- 
main to be consid- 
ered. These are 
properly the concern of the final mix- 
ture and are not such subjects as re- 
quire detailed study. 


Properties of Carboseal 


Too much care cannot be taken to 
insure against deleterious action on 
jute. In the course of this investiga- 
tion, jute rope was immersed in a 
premising liquid as soon as it was dis- 
covered and kept tightly stoppered in 
a large test tube. Some of these tests 
are now four years old and are still 
inspected periodically. Such com- 
pounds as ethylene diamine, in spite 
of its valuable property as a swelling 
agent, rapidly disintegrates jute. The 
use of this and allied compounds 
would be ruinous to the industry. It 
is sufficient to say that the compounds 


FIG. 3A. Photomicrographs showing cross section volume 
increase of jute by Carboseal—44 per cent. 


FIG. 3B. Photomicrographs showing cross section volume in- 
crease of jute by spindle oil—14 per cent. 


FIG. 3C. Photomicrographs showing cross section volume in- 
crease of jute by tar bases—0 per cent. 


used in Carboseal and Carboseal itself 
have been thoroughly tested. Carbo- 
seal has no known disintegrating ef- 
fect on jute; in fact, compared to 
water, Carboseal preserves the caulk- 
ing. 

Such a liquid will include perma- 
nent swelling, water miscible and 
hygroscopic compounds as diethylene 
glycol; nearly permanent tar and gum 
solvents and fibre stiffeners such as 
cresol, phenol or quinoline; any per- 
manent anti-corrosive effective in 
such mixtures; the properties of the 
mixture to be substantially the same 
in degree as those of the components. 

Carboseal has been _ successfully 
poured, atomized and sprayed into 
mains. Each method has advantages 

(Continued on Page 47) 
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FIG. 1. Diagram of low temperature air heater. 
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A Compact Low Temperature Air Heater 


HERE are a great many drying, 

dehydrating, and heating opera- 
tions to be done in industrial plants 
and, in most of the cases, the use of 
hot air is an ideal solution. There are, 
on the market, a number of hot air 
heaters of the domestic type, which 
are easily convertible for industrial 
use; however, their size and shape, 
and often their cost makes them in- 
convenient or impractical. In develop- 
ing an air heater, for evaporating the 
water on the outside of oranges, a 
design was evolved that has since 
proven very versatile. Physical limita- 
tions imposed on the heater required 
it to be small, light and easily 
mounted. After numerous experi- 
ments, the problem of a compact com- 
bustion chamber seemed best solved 
by use of refractory tubes. 

The tubes finally selected had a one- 
half-in. wall thickness, a three-in. in- 
side diameter, and were six in. long. 
It was found that four of these tubes, 
placed end to end, furnished sufficient 
combustion space to burn about 40 ft. 
of gas per hour. Best combustion re- 
sults were, of course, achieved when 
the air fuel ratio entering the tubes 
was slightly greater than theoretical, 
and when the temperature of the tubes 
was at a maximum. Both of these 
factors pointed to introducing the 
diluting air after the combustion was 
completed. 

The original unit was to burn about 
150 cu. ft. of gas an hour, requiring 
four burners with their tubes side by 
side. The tubes were set. in powdered 
asbestos, confined within a metal cas- 
ing. The products of combustion 
flowed from the tubes into a common 


@ E. L. KELLS. Southern Counties Gas 
Co., Los Angeles, Calif.. in a paper, 
“Compact Low Temperature Air Heater,” 
presented before the Technical Section 
at the 45th Annual Convention of the 
Pacific Coast Gas Association, Santa 
Barbara, Calif., September 14-16, 1938. 
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chamber. The diluting air was furn- 
ished by a 10-in. squirrel cage blower 
with a one-sixth hp. motor driving it. 

A duct was connected to the dis- 
charge of the blower and tapered, by 
widening and flattening, until the duct 
covered the four combustion tubes. No 
insulation was placed between the duct 
and the tubes, so that heat lost up- 
ward from the tubes was absorbed by 
this air. The particular air heating 
job in question required that the heat- 
ing unit be mounted below a metal 
floor, and the hot air discharge be just 
above the floor. A curved discharge 
duct from the combustion products 
collection chamber accomplished this, 
and the duct carrying the air from 
the fan was carried through the wall 
of this primary duct to the center of 
it, and then curved upward. 

After making a 180 degree turn, 
the outer duct, carrying the products 
of combustion, was slightly tapered to 
form a discharge nozzle, and the inner 
duct, carrying air from the blower, 
was terminated three in. short of the 
discharge opening. This formed an 
effective inspirator which, after a few 
experiments, was proportioned to pull 
just a slight excess of air through the 
combustion tubes. Air from this par- 
ticular heater was delivered at 180° F. 
and issued with sufficient force to give 


reasonably uniform heat distribution 
under a set of brushes, for about 30 ft. 

A thermostat was mounted with the 
element about two ft. in front of the 
discharge nozzle and directly in the 
air stream. A solenoid valve was 
placed in the gas line, actuated by the 
current to the blower motor. The com- 
bustion tubes were found to store so 
much heat that considerable hot air 
issued from the discharge nozzle by 
gravity, after the blower and burners 
had been turned off. This burned the 
brushes, mounted directly above the 
discharge, and necessitated a shut-off 
damper on the discharge nozzle, which 
was actuated by a diaphragm control. 

Over-all dimensions of the heating 
unit, including fan, were: 16 in. wide, 
614 in. thick, through the combustion 
chamber and diluting air duct, 18 in. 
overall in height, and 48 in. long. 
These dimensions do not include pro- 
truding controls. 

Since this original unit, we have 
built a number of the same general 
type, with variations in discharge di- 
rections and temperatures, and the 
unit has been found to be quite satis- 
factory and readily applicable to a 
great many processes and machines, 
requiring a compact heater to furnish 
hot air. 
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Sun Oil Co. Purchases Gas, 
Oil Franchise on Ohio River 


The Sun Oil Co. has recently pur- 
chased a franchise for the development 
of gas and oil in that portion of the 
Ohio River lying between the thread of 
the stream and the Indiana side. Issued 
by Union county, Ky., the franchise is 
to continue for 10 years. 
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OR several years the San Diego 


Consolidated Gas and Electric Co. 


has been checking its gas meters at 
rates of flow down to one cu. ft. per 
hour. However, it has been thought 
necessary to consider meter accuracy 
at lower rates of flow. 

The first step in this problem was 
to determine some means of testing 
meters at these low rates. To make 
these tests, it is not practical to use 
the standard meter prover because of 
the time required. Therefore, it has 
been found necessary to devise some 
other means. No definite design has 
been made for such equipment, but 
the experimental apparatus shown in 
Fig. 1 was used for these tests. 

The dial plate (1) was cut so that 
the segment of the circle from 
“START” to “OK” is just the length 
of arc through which the pointer (2) 
will pass when the meter turns one 
complete revolution. The radius of 
10 in. for this arc was chosen in order 
to make the scale easily readable. 

The pointer (2) is mounted on a 
special axis (3), which is screwed 
on to the index shaft of the meter. 
This axis has a knurled nut which 
loosens and allows the pointer to be 
adjusted at any postion which may 
be desired. 

To use this method, the index and the 
male driving dog are removed from 
the meter and the dial plate installed 
by using the screws which regularly 
support the index. The axis is then 
screwed on to the index driving shaft 
and the pointer attached and set to 
“START.” 


Error Read in Per Cent 


The amount of gas or air equal to 
that displaced by one revolution of 
the meter is then passed. If the meter 
is neither fast nor slow, the pointer 
will stop at “OK.” If the meter is 
slow, the pointer will stop on the 
minus side of “OK,” or if it is fast, 
it will stop on the plus side. In either 
case, the error may be read directly 
in per cent. The rate of flow is 
changed by the use of various sizes of 
set orifices at the outlet of the meter. 

This method of proving was checked 
against a standard meter prover and 
found to be sufficiently accurate for 
practical purposes. 

In making experiments to reduce 
the time for testing at very low rates, 
a series of meters was connected and 
known quantities of air were passed 
through them from a wet meter. The 
rates of flow were determined by 
means of set orifices at the outlet of 
the last meter in the series. 

Fifty incoming meters, which had 
been in service for five or six years, 
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The Testing of Gas Meters 


At Low Rates of Flow 


© C. W. CAPWELL, San Diego Consolidated 
Gas and Electric Co., San Diego, Calif., in 
a paper, “Testing Gas Meters at Low Rates 
of Flow.” presented before the Technical 
Section of the Pacific Coast Gas Associa- 
tion at the 45th Annual Convention, Santa 
Barbara, Calif.. September 14-16, 1938.— 
(Abstract by G A S). 


were tested; they were selected so 
that at normal rate test, 50 per cent 
were within legal limits and 50 per 
cent were fast. Low rate tests show 
that many of these meters which were 
fast at the regular check rate were 
slow at one cu. ft. per hour and very 
slow at rates of one-half and one- 
quarter cu. ft. per hour, two were dead 
at one-half cu. ft. per hour. This indi- 
cates that considerable revenue may 
have been lost during periods of ex- 
tremely low rates of flow, such as pilot 
light consumptions. That such a con- 
dition exists has been recognized by 
the San Diego Consolidated Gas and 
Electric Co. to the extent that since 
1931 all meters have been checked on 
the four-pointing machine at a rate 
of one cu. ft. per hour. A description 
of this machine may be found in the 
P.C.G. A. Proceedings, 1930, Vol. 21, 
p. 464. 


Other developments have followed. 
namely: (a) Since the change to nat- 
ural gas and the “drying out” of our 
lines, meter diaphragms have been re- 
placed, where it appeared advisable, 
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with new ones which have been prop- 
erly oiled with high boiling point low 
vapor tension mineral oil. 

(b) The valve seats are set in a 
plastic cement, rather than on leather 
gaskets as before. In our case this has 
eliminated leaks under the valve seats 
(1936). 


(c) The valve covers and seats are 
ground by machines especially de- 
signed for the purpose (1937). All of 
the above improvements have come di- 
rectly or indirectly from the low flow 
tests we have been making. The re- 
sult has been a definite decrease in 
the number of “rejects” from the low 
flow prover. 


Improvements Checked 


In order to check what effect these 
improvements might show at flows of 
one-quarter and one-half cu. ft. per 
hour, 40 repaired meters were given 
the same test as the incoming meters. 

These tests showed that, while in 
one instance a meter was 20 per cent 
slow, there were no dead meters even 
at a rate of one-quarter cu. ft. per 
hour. 

Testing meters at the rate of one 
cu. ft. per hour has definitely proven 
advantageous in our case. If addi- 
tional investigation indicates. that 
proving at still lower rates will be of 
value, the present equipment will be 
altered to do this, and shop procedure 
adjusted accordingly. : 
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Designing Cooking Schools 
For Special Group Appeal 


HE home service department has 

an important part in the united 
front of the sales program of public 
utilities. In Seattle, this year, some 
rather novel ideas have been used by 
home economists to tell the cooking 
story to Seattle women. 

In addition to the usual demonstra- 
tions to which salesmen bring difficult- 
to-sell customers and the club lun- 
cheons, several new cooking schools, 
designed to appeal to special groups, 
have proved big attractions and good 
business getters. 

One of the most successful cooking 
schools held this year was the Brides’ 
School held in cooperation with the 
Seattle Times. Girls who planned to 
be married during May, June, July 
and August of this year were invited 
to register for the Brides’ School, giv- 
ing their name, address, wedding date 
and groom’s name. More than 500 
brides-to-be registered and shower 
gifts were prepared for each and 
distributed at the school. These gifts 
were composed of advertising cook- 
books from each of the co-sponsors of 
the school and a certificate for a 
miniature photograph of the bride 
from a photographer. The brides’ 
cooking demonstrations featured 
meals for two, and the advantages 
of gas cookery were stressed through- 
out the school. 

The next group chosen by the de- 
partment was composed of business 
girls, many of them logical prospects 
for gas ranges, because they either 
have their own homes, support their 
families or have a good deal to say 
in family purchases. 


Business Girls’ School 


The business girls’ school was 
called “Food Shortcuts for Business 
Women,” the basic idea of which was 
to demonstrate meals which are quick 
and simple to prepare, yet attractive 
enough to be used for company meals 
when the business woman entertains. 
The story of speedy gas cookery fitted 
admirably into this picture. One of 
the most popular and successful pro- 
motions ever held in Seattle, the first 
meeting attracted more than 700 per- 
sons. 

Another Seattle promotion reaching 
an entirely new group was the Cook- 
ing School for Men Only. Through 
the columns of a Seattle paper, men 
readers were invited to send in their 


@ BEATRICE STREGE. Seattle Gas Co., 
Seattle, Wash., in a paper, “Sidelights 
on Home Service,” presented before the 
Sales and Advertising Section of the 
Pacific Coast Gas Association at the 
45th Annual Convention, Santa Bar- 
bara, Calif.. September 14-16, 1938.— 
(Abstract by GAS). 


favorite recipes. More than 1000 re- 
cipes were entered and of these, 125 
were selected for printing in a perma- 
nent book. The Cooking School for 
Men Only had as its slogan—“The 
World’s Greatest Cooks Wear Pants,” 
and eight prominent men about town 
who had contributed prize winning 
recipes to the cookbook were invited 
to prove this point by preparing their 
favorite recipes on the stage. At this 
school men did all the cooking. Be- 
cause of its success, the company 
plans to make this promotion a regu- 
lar feature at the start of the hunt- 
ing and fishing seasons. 

A group of coming customers whom 
the department did not forget was 
the children. This year, as a part of 
the radio program the home service 
department put on a children’s cook- 
ing school. The school, held each 
Saturday morning in the radio home 
economics kitchen, is attended by 
Camp Fire Girl groups who earn their 
cooking honors in this class. Part of 
the program is broadcast, with one 
10-year-old girl interviewing other 
girls on their favorite hobbies. The 
climax of the school this spring was 
a cake baking contest. Children 
whose cakes were chosen as winners, 
baked them in front of the audience 
to compete for the grand prize of a 
gas range. 

The maids who work in better class 
homes where ranges worth $150 to 
$500 are used, form another group 
which should not be overlooked. At 
the present time the Seattle home 
service is making every effort to tell 
its gas cookery story to maids who 
are being trained by W.P.A. groups 
and other groups for expert service. 
During the past year the department 
has made several demonstrations be- 
fore the W.P.A. Maid’s Classes in 
which several hundred girls are be- 
ing trained. 

All these groups—the brides-to-be, 
the business girls, the men’s group, 
the children and the maids—become 
definite prospects now or in the fu- 
ture for gas equipment. All will have 
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an influence in the future range pur- 
chases of their families and by reach- 
ing these groups and acquainting 
them with the advantages of gas 
cookery, the home service department 
of a utility is developing definite busi- 
ness for the sales department. 

Other angles which have proven 
valuable in Seattle for attracting 
women and securing names of inter- 
ested prospects are a cooking school 
featuring recipes from a famous local 
cookbook, a prize-recipe-cookbook, and 
a recipe-inspired table setting display, 
designed to appeal to the _ social 
groups. This spring a recipe contest 
was held in which women were in- 
vited to contribute their favorite re- 
cipes for a cookbook which would be 
distributed throughout the city. 

A program such as the one cover- 
ing table display is of great assistance 
in interesting and reaching the so- 
ciety women, seldom reached by cook- 
ing schools. This group is important, 
for it includes style leaders of the 
community. If one of them buys a 
new range and talks it up to her 
friends the news that gas is smart 
spreads in ever widening rings among 
the women of the community. 


Use of Radio 


To fill a need that has long existed 
for a well constructed, interesting 
and informative program addressed 
especially to Seattle women, the home 
service inaugurated this year a half- 
hour radio program, created by one 
of the Seattle stations. This program 
consists of a daily half-hour radio 
program and a full-time home service 
department under the joint supervi- 
sion of tw» skilled home economists. 
The program is put on from the Cen- 
tral Housing Information Bureau, a 
cooperative enterprise, sponsored 
jointly by Seattle architects, builders, 
contractors, home equipment and ma- 
terial dealers. 

To keep the program interesting 
many subjects besides cooking and 
cooking appliances are covered. For- 
eign cookery, travel talks, garden 
talks, books and women’s news, in- 
terior decorating, building talks, mar- 
keting, table settings, furnishings and 
many other subjects which lead di- 
rectly to the subject of home equip- 
ment are discussed. 

In conclusion, it may be pointed out 
an alert home service department can 
help the sales department of gas com- 
panies by selling gas cookery advan- 
tages through demonstrations, 
through contacts with customers in 
the homes and through planned events 
to draw in women who would not 
otherwise be reached. 
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INCE many of the gas range 

»J manufacturers are designing their 
newer models to fit flush to the wall 
when installed, the problem of per- 
forming the installation job is becom- 
ing more involved. Before the advent 
of flush fit to the wall construction 
this type of installation was easily 
accomplished with solid iron pipe. 

It is possible to install flush fit to 
the wall ranges with solid piping, 
but, unless a very precise job of pipe 
fitting is done, strained manifolds 
susceptible to leakage are apt to result. 
Further, the shutoff valve is not al- 
ways accessible and in many cases it 
would be difficult to check for leaks 
after installation. 

Some manufac- 
turers have pro- 
vided openings in 
the back wall of 
the range acces- 
sible through the 
utensil compart- 
ment to permit ac- 
cess to a union and 
shutoff valve or to 
check for leaks. 
This is a valuable | 
feature but de- R. |. SNYDER 
pends for complete 
accessibility upon the location of wall 
outlet with respect to this opening. 

Other manufacturers are designing 
their inlet manifold piping so that 
the termination or point of connection 
to the wall outlet piping is accessible 
through and in some cases is actually 
in the top burner compartment. In 
fact certain of these manufacturers 
are providing a ground joint union at 
the termination of this manifold pip- 
ing to permit easier connection. 

In spite of these various features, 
however, it is contemplated that con- 
siderable difficulty may be encountered 
when the newer type ranges are in- 
stalled flush to the wall with solid 
piping. 

In an endeavor to obtain reactions 
of other companies throughout the 
country with respect to the installa- 
tion of gas ranges, a form letter 
soliciting information regarding ex- 
perience with, local need for, and con- 
ditions affecting the use of semirigid 
and/or flexible tubing conectors was 
sent to approximately 30 companies. 

Samples of available types of semi- 
rigid and (flexible tubing, which 
might be used for gas range installa- 
tion work were also obtained from 
the various manufacturers for exami- 
nation and test. 

The three items, for which each 
sample of tubing was tested, were 
pressure drop, practicability of in- 
stallation and leakage of gas. The 


Semirigid Connectors for 
Flush Fit Gas Ranges 


@ R. I. SNYDER, Southern California Gas 
Co., Los Angeles, Calif., in a paper, 
“Flexible and Semirigid Connectors for 
Flush Fit Gas Ranges,” presented be- 
fore the Technical Section at the 45th 
Annual Convention of the Pacific Coast 
Gas Association, Santa Barbara, Calif. 
September 14-16, 1938—(Abstract by 
GAS). 


pressure drop tests were conducted 
with the tubing installed without 
bends on a range having six top burn- 
ers and two oven burners at maxi- 
mum (all burners operating at full 
input—90 cu. ft. per hour) and mini- 
mum (one top burner operating— 
eight cu. ft. per hour) rates of flow. 
The tubing was also tested for pres- 
sure drop after installation and bend- 
ing tests. 

The following possible recommenda- 
tions are offered based on the above 
described investigation and survey. 


A. General recommendations for 
connectors (semirigid and flexible). 


1. Should be A.G. A. approved as 
an appliance connector. 


2. Should be available in standard 
lengths of two, three, four, five and 
six ft. including fittings. Maximum 
allowable length should be six ft. 


8. All fittings should be of the 
flared type permitting a gas tight 
seal. 

4. Minimum allowable internal 
diameter should be 14 in. 


5. The tubing should terminate on 
each end in a % in. standard pipe 
thread. 


6. Fittings should be provided 
with standard hex-nut sizes. 


7. It is suggested that complete 
instructions regarding proper usage 
be attached in printed form to each 
length of connector. The instructions 
are important particularly for semi- 
rigid tubing installations. 


B. Specific recommendations for 
semirigid connectors. 


1. Only soft annealed seamless 
copper tubing should be used.* 

2. Only long tapered flare nuts 
should be permitted. 

3. Sufficient clearance should be 
provided in flare nuts to allow free 
movement of the nut even if it hap- 


* Tinned interior copper, noncorrosive steel or 
aluminum might be used in territories served with 
manufactured gas. 

¢ Based on natural gas distribution. 


pens that the tubing is slightly bent 
4. A permanent external bending 
spring covering the entire length of 
tubing and riding on the tapered flare 
nuts on each end is recommended to 
minimize kinking difficulties.* 


C. Specific recommendations for 
flexible connectors. 


1. Only seamless metallic full 
flexible tubing of the bellows type 
should be permitted. 

2. Only copper or noncorrosive 
steel tubing should be permitted.t 

3. Permanently gas tight flared 
fittings only should be permitted. 


D. Recommended installation in- 
structions. 


1. If cutting and flaring of semi- 
rigid tubing is absolutely necessary 
on the job (although it is not recom- 
mended) only standard flaring tools 
should be used. 

2. Semirigid tubing should be 
carefully bent by hand to as near as 
possible the final shape before the 
range is moved into place and con- 
nected. 

3. Kinks and sharp bends should 
be avoided. 

4. Flare nuts should not be tight- 
ened excessively because of possibility 
of damaging flare. 

5. Only crescent or open-end 
wrenches should be used for connec- 
tion of flared fittings. Pipe wrenches 
should never be used. 

6. Sufficient stock of different 
lengths should be carried by each in- 
staller to always permit the use of 
the nearest proper length of tubing. 
This will eliminate wastage and pos- 
sibility of trap formation if longer 
lengths are used and will eliminate 
sharp bends and kinks which might 
result if too short lengths are used. 
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Oklahoma Natural Completes 
Lines Into Cement Fields 


The Oklahoma Natural Gas Co., Sept. 
5, completed laying a 10 and 12-in. 15- 
mile natural gas transmission line ex- 
tending westward and northwestward 
into the East and West Cement Gas 
fields. 

The new line ties in with the main 
trunk line of the company north of Far- 
well Station and makes available to its 
general transmission system an enor- 
mous supply of natural gas. It connects 
with several wells, recently brought in, 
each producing several million cubic feet 
of gas per day which formerly had no 
market outlet. 
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Let Trained Employees Win 
The Public's Good Will 


HE idea that this is a machine 

age has been deeply impressed 
upon us and colored our thinking. 
Results are being sought with auto- 
matic methods. Application of ma- 
chine processes are being tried on all 
our relationships. Attempt is made 
to formulize human accomplishment 
and to legislate prosperity. A ma- 
chined consciousness is dominating 
our thinking and acting. 

Human nature is the least under- 
stood and the most vital influence 
upon economic progress today. Cor- 
porations deliberate for days over the 
expenditure of 
$20,000 on plant or 
equipment and give 
15 minutes con- 
sideration to the 
applicant for “Man 
wanted” job at 
$100 a month. The 
man contains more 
elements of profit 
and loss than the 
money. 


Then there is 
the customer—a 
bundle of human likes and dislikes, 
of habits and emotions, of changing 
opinions and expressions. What he 
thinks of us, how well he supports us, 
these are the basic factors of our 
prosperity. When he supports a fight 
against us, it is because he has been 
moved by the idea that such an atti- 
tude best serves his interest. Maybe 
some meter reader once kicked his 
dog and he feels that the entire or- 
ganization consists of dog-kickers. 


Human nature, human action and 
reaction, is the determining influence 
in every issue confronting us. It can- 
not be changed by legislation. Men 
waste their energies trying to cir- 
cumvent it and are foolish when they 
seek to revise it. Good leadership can 
guide it but not drive it. 


E. M. THARP 


Closer Relationships Urged 


Labor difficulties in most instances 
arise out of remoteness of relations 
between management and men. Any 
organization will take its color from 
the top. If the management is too 
busy with other matters or otherwise 
indifferent, supervisory channels re- 
fiect this condition until it becomes 
personal and individual to the most 
remote person on the payroll. Super- 


@ E. M. THARP, vice president and general 
manager, Ohio Fuel Gas Co., Columbus, 
Ohio, in a paper “This way out” pre- 
sented by E. D. BIVENS before the 28th 
Annual Convention, Indiana Gas Associa- 
tion, Gary. Indiana, May 16-17, 1938.— 
(Abstract by GAS). 


visory channels need to be as sensi- 
tive as the nervous system of the 
human body. 


In the Ohio Fuel Gas organization 
supervision is being constantly 
trained in this relationship. The 
management seeks the closeness of 
the nearest foreman to the last man. 
Every phase of operation, every ob- 
jective and problem is made clear and 
understandable through conference 
down lines of supervision. Checks are 
made among the last men in the line 
to ascertain if all speak the same 
language. 


Two-fold Purpose 


All of this conference and com- 
munication is not alone vital to good 
employe relations, it is the most es- 
sential factor in public relations. Ex- 
perience has taught us, there is no 
element in customer good or ill will 
so far reaching in effect as employe 
contact, attitude and expression. Good 
public relations after all are not the 
result of window decoration or trick 
advertising but organization perform- 
ance:—Human being reacting to hu- 
man being in simple human ways. 
An impertinent answer to a customer 
inquiry has been known to start a 
chain of reverberating trouble that 
took years and thousands of dollars 
to repair. 


Employes are likely to treat the 
company’s customers much like they 
are treated by supervisors and man- 
agement in the organization relation- 
ships. The chief executive in any 
group is the source of his organiza- 
tion’s tone. He cannot hear it. He 
must express it. Every man down to 
the last will somehow take the stride 
of his chief. This fact has given 
more than shadowy substance to the 
oft repeated statement that to the 
customer the contacting employe is 
the company. Ninety-nine times in a 
hundred they represent the pace and 
attitude a management expresses. 

When we began the training of 
supervisors and employes in our or- 
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ganization, we taught our own ideas 
and methods. Text books and educa- 
tional materials were all prepared by 
our own staff using the details and 
practices of our program. Better ma- 
terial might have been purchased but 
there was more to be gained in ex- 
cellence of effect through our own 
preparation than in the excellence of 
other material. Supervisors and men 
sat down together and wrote the 
books. They now sit down together 
and revise them, and in the process 
there is more than the learning of 
job mechanics. They learn humanics. 
They come to know each other better. 
They catch the spirit and purpose of 
team work. 


Mutual Objectives 


Employes are people just like cus- 
tomers. Once they understand the 
organization objectives and problems, 
a similar understanding begins to 
grow among the public. Customer 
good will is not a manifestation like 
a parade. It is a slow growth of sat- 
isfaction into a confidence more and 
more assured by the service perform- 
ance of the company and less and less 
confused by political assault. This is 
evidenced by a sustaining steadfast- 
ness of customer faith under a thun- 
derous attacking barrage, when form- 
erly a pop-gun accomplished their 
confusion. 


Since employe relations bear so 
heavily upon public relations and all 
other phases of the company’s prog- 
ress, personnel practices must be a 
vital affair. There are generally two 
schools of thought on how these prac- 
tices may be pursued. One of these 
contemplates a personnel department 
of experts whose business it is to at- 
tend to selection, training, develop- 
ment and other conditions of the em- 
ploye’s relationships. This may be 
quite scientific but it cuts in between 
the employe and the supervisor 
usually to the detriment of that rela- 
tionship. We have found it effective 
to place the personnel relationship 
responsibility upon the supervisor, 
who, if he is to get along well in his 
operation must maintain the best of 
understanding with his men. It is 
easier by interested attention and 
training to make a good personnel 
man out of a good supervisor than 
to make a good supervisor out of a 
personnel man. Maybe this is all 
unorthodox, but it brings results. 

The problem, simply stated, is get- 
ting along with people and encourag- 
ing them to get along together co- 
operatively. That is the root of most 
of our depression troubles, stirring 
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antagonism, fostering class hatred, 
making one group feel warranted in 
chiseling the life out of another 
group until general paralysis ensues. 
It begins to appear that our troubles 
are not with a social system that 
won’t work but with a society that 
won’t work. Now it is the job of the 
good supervisor to keep such old 
fashioned virtues as thrift, work and 
self-reliance desirable by modern 
stream-lining of the human factors. 
You can only be fair to human beings 
by encouraging their growth and in- 
dependence through developing ability 
and encouraging self-help. 

What is the ultimate expression of 
all this? Why are millions of dollars 
spent in production, transportation 
and distribution of gas and other mil- 
lions for the human elements to 
animate and utilize such equipment? 
It is all for the purpose of selling gas 
at a profit. Selling is everybody’s job 
in the organization because selling is 
the highest form of human expression, 
and gas must be sold at a profit be- 
fore we can pay the government, the 
driller, the line-walker, the meter 
reader, the clerk, the stockholder or 
any others contributing to the con- 
tinuance of the business. In our com- 
pany over 90 per cent of all employes 
had sales to their credit last year and 
60 per cent of total appliance sales 
are the result of efforts of employes 
outside the sales department. 

Plans, programs, campaigns, sur- 
veys, market analyses are important 
but the essential element is human— 
the enthusiasm, the thought, the drive 
of the personnel. This demands super- 
vision—human supervision, coaching, 
checking, encouraging, constantly. 
Every January and February, we run 
a water heater campaign and this 
year’s result was 27 per cent better 
than last year. The spring refrigera- 
tor campaign showed an increase of 
more than 12 per cent over last year. 
Despite the depression there are siz- 
able segments of the population able 
to buy and willing to buy if you find 
them and sell them. We told our 
people at the outset it was going to 
be tougher than last year, that it 
would be necessary to see more 
people, maybe take more turn-downs 
without faltering, but by combing 
the field closely it could be done. 
They are doing it. 
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A. D. Mackie of Illinois Dies 


Arthur D. Mackie, vice-president and 
general manager of the Central Illinois 
Light Co., Springfield, died July 19. In 
1914 Mr. Mackie was appointed vice- 
president of the Springfield subsidiary 
of the Commonwealth and Southern Co. 
and served until his death. 


Brooklyn Union Tells Its 
Employees About Itself 


HE Brooklyn Union Gas Co., 

Brooklyn, N. Y., recently devoted 
one page in the company house organ, 
The Brooklyn Union Gas News, to in- 
forming the organization’s employees 
as to the status of the company. The 
page carried the heading, “For your 
information—Facts about the Com- 
pany,” and was devoted to a simplified 
statement of the company’s operating 
results for the six-months period end- 
ing June 30, 1938. 

The statement was personally pre- 
pared by Clifford E. Paige, president 
of the company, and was accompanied 
by a brief but lucid interpretation of 
the significance of the figures. Among 
other things, Mr. Paige pointed out 
that direct taxes take 17.5 cents out 


of every dollar of gross revenue, and 
that 37 cents of each dollar go toward 
salaries, wages, and pensions for em- 
ployees. 

The topic of how to inform the com- 
pany employee more completely as to 
company conditions and policies has 
become of increasing importance as 
is evidenced by the many papers and 
discussions presented on this subject 
at the various gas association meet- 
ings throughout the country. The 
financial report of the Brooklyn Union 
Gas Co. is presented as one example 
of the efforts being made to increase 
and better the employee’s knowledge 
of company policies and purposes. 

This simplified and readable state- 
ment is reproduced herewith: 


sions 


services 


The Brooklyn Union Gas Company Operating Results 
For the Six Months endsd June 30, 1938 
In the first six months of 1938: Dollars Percent 
1. Our customers’ meters recorded gas consumption 
of 11,228,561 M c.f. 
2. There was collectible from our customers for the 
EE Oe Pe Par ee $11,424,583.63 
3. We earned interest, rents and income from other 
Seer eew eat Ce Vek ae rl aos ebeeds eeccese 15,446.62 
4. WHICH GAVE US TOTAL REVENUE OF...... 11,440,030.25 100.0 
To obtain this revenue, we purchased raw materials 
(including coal and oil), supplies, advertising, pro- 
motional and other items EXCEPT LABOR...... 2,598,315.93 22.7 
6. We set aside for replacement of plant and equip- 
a men enesees 643,308.82 5.6 
We paid interest on Bonds and other indebtedness 1,317,810.21 11.5 


And Federal, State and City governments levied 
in Direct taxes alone............ 


12. There was set aside for Dividends to stockholders 


1,994,167.07 17.5 | 


9. THIS LEFT FOR EMPLOYEES, MANAGEMENT 
AND STOCK HOLDERS......... 


10. Our employees received in salaries, wages and pen- 
11. The management of the Corporation received for 


13. THE BALANCE WAS ADDED TO SURPLUS 
FOR INVESTMENT IN THE BUSINESS....... 


$ 6,553,602.03 57.3 | 
. . .$4,886,428.22 
pinacs dalktates 4,156,091.62 36.3 | 
on ere 71,466.67 6 
658,869.93 5.8 
$ 4,886,428.22 42.7 
$11,440,030.25 100.0 
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Registration for Oklahoma 
Gas Meeting Reaches 150 


By O. D. HALL 


BOUT 150 executives and em- 

ployees of natural gas utility, 
appliance manufacturing and dealer 
companies, attended the meeting of 
the Gas Division of the Oklahoma 
Utilities Association at the Biltmore 
Hotel, Oklahoma City, Okla., Sept. 26. 
W. Lee Woodward, president, Zenith 
Gas System, Inc., Alva, Okla., presided 
as chairman of the Gas Division. 

Under the subject, “Net Consump- 
tion of Replacement Appliances,” 
Lyman H. Bell, Central States Power 
and Light Corp., Tulsa, Okla., pre- 
sented the results of a survey made 
by his company showing increased 
loads from use of automatic water 
heaters and gas refrigerators during 
the months of June, July and August 
and an all-year-round increase of 14.1 
per cent in the load due to installation 
of gas floor furnaces replacing open 
store equipment. 

“Gas Leakage and Most Effective 
Way of Finding and Stopping Leaks” 
was discussed by Harry W. Pitzer, 
Southwestern Light and Power Co., 
Chickasha, Okla. Most gas companies, 
he said, ascertain the amount of lost 
and unaccounted for gas by compar- 
ing amount of gas purchased, or put 
into their lines, with the amount sold. 

Discussing the Pitzer paper W. J. 
McNally of the Natural Gas Service 
Co., told of finding gas leakage of 
32.8 per cent in his company’s sys- 
tem at Skiatook, Okla., when he went 


; 


Staff Correspondent 


there in 1932. By use of the Cal- 
odorant, Bar-test, and Flash systems, 
he cut the leakage there to 3.7 per 
cent. 

The “Gas Packaged” campaign, be- 
ing sponsored by the Southern Gas 
Association, was presented by W. 
Jennings Young, Northern Oklahoma 
Gas Co., Ponca City, Okla. He de- 
scribed it as a program to sell the 
gas industry to the public by clean- 
ing up and painting the buildings and 
equipment of gas companies in at- 
tractive colors. A paper on, “‘Respon- 
sibility—What Is It?” by Oakah L. 
Jones, Oklahoma Natural Gas Co., 
pointed out that as public utilities 
receiving their charters and fran- 
chises from the people, gas com- 
panies have greater responsibilities to 
the public than other industrial con- 
cerns. 

Presenting the subject, “Keen Edge 
Tools,” E. H. Poe, formerly of Okla- 
homa, now with the American Gas 
Association at Dallas, Texas, said 
that gas companies should take full 
advantage of progressive sales and 
advertising information and cam- 
paigns sponsored and presented by 
the American Gas Association. 

Carter Mullaly, of the Hales-Mul- 
laly Co., Oklahoma City, gas appli- 
ance sales organization, presented the 
subject, “Promoting Merchandise and 
Sales Through Dealer Cooperation.” 
He particularly urged gas_ utility 


Meeting of the delegates of the Gas Division of the Oklahoma Utilities Association, Bilt- 

more Hotel, Oklahoma City, Okla., September 26, 1938. In front row (left to right) No. 

2, Kate A. Niblack, secretary, Oklahoma Utilities Association: No. 4, W. Lee Woodward, 

president, Zenith Gas System, Inc., Alva, Okla., and chairman, Gas Division; No. 6, J. Y. 

Wheeler, Okiahoma manager, Community Natural Gas Co. and president, Oklahoma 
Utilities Association. 
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executives to cooperate with his or- 
ganization in a series of district 
meetings to be held throughout the 
state to educate local dealers on use 
and sale of gas appliances. 

J. Y. Wheeler, Oklahoma manager, 
Community Natural Gas Co., Dallas, 
Texas, and president of the Oklahoma 
Utilities Association, presided at the 
noonday luncheon held in the Bilt- 
more Hotel, attended by 100 industry 
representatives. Principal speaker at 
the luncheon was Clyde Muchmore, 
editor, Ponca City News, Ponca City, 
Okla. He commended the gas indus- 
try for its strides in conservation of 
natural gas and urged the importance 
of extending conservation to all nat- 
ural resources. 
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Northern Indiana Elects 
D. H. Mitchell President 


Dean H. Mitchell was elected presi- 
dent of the Northern Indiana Public 
Service Co., Hammond, Ind., on Septem- 
ber 22, at a meeting 
of the board of di- 
rectors of the com- 
pany. He succeeds 
John N. Shannahan, 
who died in August. 
Previous to his new 
appointment, Mr. 
Mitchell was vice- 
president and gen- 
eral manager, which 
position he held for 
four years. 

Mr. Mitchell, who 
has worked himself 
up from the ranks 
in Northern Indi- 
ana, is now well known in the utility 
field. He is chairman of the A. G. A. 
accounting section and president of the 
Indiana Gas Association. 

Acting on Mr. Mitchell’s recommenda- 
tion, the board has also appointed two 
new vice-presidents of Northern Indi- 
ana Public Service. The new appoint- 
ees are David L. Bement, formerly gen- 
eral electric superintendent, and E. D. 
Anderson, who has been service manager. 


Natural Gas Line Planned to 
Chattanooga From La. Field 


The Natural Gas Corp. of Tennessee, 
Inc., is planning the construction of a 
pipe line running from a gas field near 
Shreveport, La., to Chattanooga, Tenn., 
according to late reports. Negotiations 
are now under way for furnishing gas 
to the city. The project would also in- 
clude branch lines to supply natural gas 
to other cities in the Chattanooga area. 


R. C. Downing, Taunton Gas 
Light Executive Succumbs 


Raymond C. Downing, recently ap- 
pointed superintendent of the Taunton 
Gas Light Co., Taunton, Mass., died 
August 7, at the age of 50 years. Mr. 
Downing had been active in the Tech- 
nical Section of the American Gas Asso- 
ciation where he served on both the 
Production and Chemical Committees. 


D. H. MITCHELL 
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One Company’s Experience 
With Long Term Financing 
(Continued from Page 24) 


of the trend of sales discloses very 
little variation because of the adop- 
tion of a more rigid control that di- 
rected dealer activity away from the 
lowest income bracket. 

By discouraging the concentration 
of dealer activity in the lowest income 
market, the other highly important 
markets should receive a more equi- 
table amount of attention. In our 
anxiety to cover the mass market, 
it is well not to overlook the func- 
tion of the higher income groups in 
developing and maintaining customer 
acceptance. Practically every line of 
merchandise has its inception as a 
high cost promotional item with the 
upper income group and, if accepted 
by the middle group, the volume of 
sales grows until finally we have mass 
distribution through low cost produc- 
tion. Entering this mass market pre- 
maturely through an “easy payment” 
purchase plan is not in itself sufficient 
protection. If this gain is to be pre- 
served, we must withstand any com- 
petitive invasion of the higher income 
groups. 

In conclusion, four of the requisites 
of a practical financing program for 
utilities are: 

1. It should be of sufficient 
breadth to cover the markets being 
sought by competitors. 

2. The credit department should 
operate swiftly and thoroughly, but 
not with a severity that would nullify 
the objectives of the program. 

8. Collection procedures’ should 
insure prompt and decisive action on 
delinquent accounts. 

4. Dealer activity should be di- 
rected to provide proper coverage in 
all markets. 

When the financing program em- 
bodies these features, the entire in- 
dustry thrives from a supply of credit 
that is both adequate and controlled. 


Brooklyn Dealer Business 
Shows Nine Year Gain 


In the territory of the Brooklyn Union 
Gas Co., N. Y., dealer gas appliance 
business has amounted to almost $7,000,- 
000 during the nine years since dealer 
cooperation in appliance selling has been 
in effect. 

In 1929 dealer appliance business 
started from scratch and has increased 
each year with the results for the year 
ending June 30 showing sales by deal- 
ers and sales from dealer leads amount- 
ing to $1,119,533.03. Business for the 
month of June amounted to slightly 
more than $100,000. For the year 1937- 
38 dealer sales showed an increase of 11 
per cent over the preceding year. 


Two views of the Mobile Gas Service Corp.'s “Old Stove Round-up” Parade as it passed 
through the downtown section of Mobile, Alabama. 


Mobile's Old Range Round-up 


(Continued from Page 27) 


sold in their neighborhood resulted in 
the sale of more groceries, because 
with a new range, the housewife will 
naturally do more cooking, especially 
cakes and pastries. 

The advertising of the “Old Stove 
Round-Up” sale was started with a 
successful parade through the down- 
town streets of Mobile, Saturday aft- 
ernoon, July 30. We secured an old- 
time stage coach and a western type 
buggy. Both of these vehicles were 
drawn by mules and driven by our 
salesmen dressed as cowboys. The 
parade was led by a number of our 
employees in cowboy dress riding 
horses and followed by six of our 
trucks decorated as floats. Three of 
these trucks showed the modern nat- 
ural gas range with banners explain- 
ing the advantages of the new ranges. 
One truck was loaded with old stoves 
with a sign reading “We want your 
old stoves.” In the last truck we fired 
an old coal stove and dressed up a 
buxom negro woman as cook, like the 
familiar Aunt Jemima pancake char- 
acter. The parade gave us plenty of 
publicity and got us off to a good 
start. 

Our special feature for our annual 
old stove round-up sale was a $15.00 
trade-in allowance for old stoves, re- 
gardless of kind, type and condition. 
In addition to the trade-in allowance, 
we collect a low down payment with 
terms not to exceed 36 months for 


the balance. Every range we sell, with 
the exception of the cooker type, is 
full-enamelled, insulated, equipped 
with heat control, and modern in 
every respect. We built our campaign 
this year around the new “CP” gas 
ranges, and found it helped materially 
in raising our general level of ranges 
sold. 

It is very definitely our policy to 
enlist the support of and encourage 
appliance dealers to sell gas appli- 
ances. During the past year, as a 
case in point, we have been successful 
in influencing the leading three elec- 
trical appliance dealers to sell natural 
gas appliances. These three dealers 
participated actively in our old stove 
round-up this year. They tied in with 
newspaper advertising, window dis- 
plays and made their sales effort coin- 
cident with ours. They helped us 
materially and found the effort pro- 
fitable to themselves. 

The Mobile Gas Service Corp. is 
supervised and managed by the Stone 
and Webster Service Corp., New York 
City. 
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C. R. Shimmons Dies - 


Charles Ross Shimmons, former man- 
ager of the North Baltimore, Ohio, office 
of the Ohio Fuel Gas Co., died at his 
home in North Baltimore on August 14. 
Mr. Shimmons had served the Ohio Fuel 
Co. for 26 years until his retirement 18 
months ago. 


Architect's model of the P.C.G.A. cooperative gas industry exhibit to be on display in 
the Homes and Gardens Building at the 1939 Golden Gate International Exposition. 


P.C.G A. Golden Gate Exhibit 


Cast in Spanish Setting 


NIMATION, color and lively in- 
terest will feature the Pacific 
Coast Gas Association exhibit at the 
San Francisco Golden Gate Interna- 
tional Exposition in 1939. The gas in- 
dustry from Hawaii to Texas is co- 
operating in installing a novel display 
—manufacturers and utilities have al- 
ready over-subscribed an allotted 
$140,000—and visitors will be able to 
see, feel and hear the latest automatic 
gas appliances for cooking, house 
heating, refrigeration and water 
heating. 

In the Golden Gate end of the 
Homes and Gardens Building, a floor 
area of some 10,000 sq. ft. is being 
transformed into a beautiful Spanish 
court which will enclose the gas indus- 
try exhibit. There is a public con- 
course of approximately 3,672 sq. ft., 
having a seating capacity of 164 per- 
sons. Main point of interest is a large 
window panel of a Spanish house, 
which becomes a proscenium to a re- 
volving stage on which are shown 
modern gas appliances within a series 
of six beautiful kitchens, and a model 
utility room, styled to the step-saving, 
convenient home of today. 

These stage features are presented 
individually at four-minute intervals 
on a 35-ft. revolving steel platform 
which sets up each stage automatic- 
ally ; chimes announce the curtain, and 
the show is on. 

On these stages the appliances do 
their own acting, showing off their 


various features, accompanied by 
spoken description. There appear also 
projected natural color photographs 
illustrating the various cooking oper- 
ations as the features are presented 
by the range in action. 

When the appliance has completed 
its presentation, it quietly folds up, 
the curtain closes, and the next stage 
is set up and made ready. 

Because it is not possible for spec- 
tators to go onto the stages, provision 
has been made for them to see these 
same appliances in the public con- 
course, where four panels are ar- 
ranged along the wall, each designed 
around a gas service—cooking, water 
heating, refrigeration and house 
heating. 

The floor appliances are set within 
an environment complementary to type 
and color, and their uses are further 
punctuated with interesting, atten- 
tion-getting animation. Abundant use 
is made of photo mural picturization 
of the gas industry above the appli- 
ances in this section. 

To the left of the concourse is an 
exhibit of automatic storage water 
heaters, where each appliance is given 
individual showing. Adjacent will be 
an educational exhibit of “Everdure” 
metal by the American Brass Co. An 
attractive modern kitchen in “Monel” 
is planned by Whitehead. 

Along the main aisle will be the 
domestic central heating and air con- 
ditioning equipment exhibit. Here also 
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will be shown various floor type fur- 
naces, consoles, etc. The theme here 
is “Modernized Basement and Play 
Rooms.” 

Across the aisle will be the Kitchen 
Planning Studio, which will include a 
reference kitchen where the better 
quality materials for use in kitchen 
modernization will be shown in actual 
application. Another feature of the 
studio will be the reference book al- 
cove, suitably furnished with a large 
table and chairs for the convenience 
of those interested in deeper research 
into possible appointments for their 
own home kitchen plans. Here also 
will be wall space for the exhibit of 
prize kitchens, picture contests, etc. 

The Planning Studio will have facil- 
ities for three designers. Each de- 
signer will be supplied with a set of 
one-inch scale models with which to 
actually build the applicant’s kitchen 
as she looks on, using sections for 
storage, convenience and arrangement 
as she may decide are best suited to 
her needs. 

A Dinette Alcove has been provided 
where suggestions for meal serving 
and table decorations and arrange- 
ment are available for such programs. 

Several costumed attendants, 
schooled in gas service and the appli- 
ances on exhibit, will always be at 
hand. They will demonstrate all con- 
nected appliances to interested vis- 
itors. 

Design and construction of the co- 
operative gas industry exhibit is un- 
der the direction of L. E. Lindsay, 
long experienced in exhibition plan- 
ning and engineering architecture. 
Mr. Lindsay was a Gold Medal De- 
signer in San Francisco’s Panama- 
Pacific Exposition, and designed the 
American Gas Association exhibit for 
Chicago’s Century of Progress. 
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Change In Sales Supervisors 
Announced by Mississippi Co. 


The Mississippi Power and Light Co., 
Jackson, Miss., effected, on August 29, 
the following change in sales supervis- 
ors: John Kimball is now sales super- 
visor of the company’s new central di- 
vision; D. C is supervisor of the 
western and northwestern divisions, 
while C. P. Lay will supervise sales in 
the northern and northeastern divisions, 
and W. M. Sutton in the new southern 
division. 
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Panhandle Eastern Holdings 
May Be Sold By Columbia 


Columbia Gas and Electric Corp., Wil- 
mington, Del., through its subsidiary, 
Columbia Oil and Gas Corp., is negotiat- 
ing the sale of its holdings of Panhandle 
Eastern Pipe Line Co. stock to a large 
investment and banking syndicate, ac- 
cording to late press reports. No agree- 
ment has been reached as yet on the price 
of the securities. 
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Brown Joins Gas Division of 
Federal Power Commission 


Bye ete C. BROWN, formerly chief 
engineer of the California Railroad 
Commission, is now in Washington, D. C., 
where he is to oc- 
cupy a similar posi- 
tion with the newly 
established natural 
gas division of the 
Federal Power Com- 
mission. 

Authority to reg- 
ulate gas production 
was conferred upon 
the Federal Power 
Commission at the 
last session of Con- 
gress. 

In casting about 
the country for a 
a qualified engineer 
to supervise the organization of its 
new department, the commission chose 
Brown, whose abilities have long been 
recognized nationally. It is generally 
understood his appointment was urged 
by Clyde L. Seavey, now a member of 
the Federal Power Commission and for 
Many years prior to his accepting the 
national position, a member of the Cali- 
fornia State Railroad Commission. 

While Brown’s work will take him 
into natural gas fields in every section 
of the country, his headquarters are to 
be in Washington, D.C., where he will 
make his home. 


W. Va. Utilities Meet For 
28th Annual Convention 


The Public Utilities Association of 
West Virginia met September 30 and 
October 1 for the organization’s 20th 
annual convention held at the Green- 
brier Hotel, White Sulphur Springs, W. 
Va. The opening session on Friday 
afternoon, September 30, was devoted to 
business. Following the meeting, a din- 
ner was held at the Casino honoring 
Governor Homer A. Holt. Dr. Richard 
Aspinall was the speaker of the eve- 
ning. 

Speakers at the opening session in- 
cluded Noel Sargent, secretary of the 
National Association of Manufacturers, 
and E. S. Tisdale, director, Sanitary En- 
gineering of the West Virginia health 
department. 

The second day’s program included a 
golf tournament for both men and 
women. 
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Community Natural Promotes 
Grinke to Chief Clerk 


A. J. Grinke, research engineer for 
Community Natural Gas Co., has been 
appointed chief clerk in the company’s 
Dallas office, according to a recent an- 
nouncement by L. B. Denning, Jr., vice- 
president and operating manager. Mr. 
Grinke, whose appointment became ef- 
fective August 1, succeeds R. G. Quisen- 
berry, who resigned from the post. 
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La. Companies Reorganize 


The reorganization plan of the Peo- 
ples Gas and Fuel Co., Inc., and the 
Northwest Louisiana Gas Co., Shreve- 
port, received final approval in federal 
court in Shreveport on August 31. 


CLAUDE BROWN 
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The Properties of Carboseal 


(Continued from Page 37) 


in special cases. The simplest pro- 
cedure is admission at a high point in 
the line over a period of an hour or 
more and allowing gravity to flow 
the liquid past the wells, the excess 
being collected at the first drip at a 
lower level. The procedure has been 
described several times in detail and 
is particularly convenient when leak 
stoppage only is the object and the 
terrain permits suitable sections of 
the line to be treated from each point 
of admission. 


When the mains are level or nearly 
so, Carboseal is more economically 
added by spraying. A hose is pushed 
into the main for a distance of about 
a hundred feet in either direction 
from the injection point and Carbo- 
seal under pressure sprayed as the 
hose is withdrawn. 


Fogging by the use of a standard 
atomizer is now being done in at least 
one system. This procedure is of par- 
ticular value when some humidifica- 
tion is required. Only a water mis- 
cible and hygroscopic liquid having 
all other requisite properties is adap- 
table. 

The fogging and spraying tech- 
niques are of particular value when, 
in addition to joint treatment, dust 
laying is required. The entire surface 


CALENDAR 


October, 1938 


Liquefied Petroleum Gas Association, 
Pacific Coast Meetings—-St. Francis Hotel, 
San Francisco, Calif., October 4, and May- 
fair Hotel, Los Angeles, Calif., October 6. 


American Gas Association—20th Annual 
Convention, Atlantic City, N. J., October 
10-13. 


Association of Gas Appliance and Equip- 
ment Manufacturers—Third Annual Meet- 
ing, Hotel Claridge, Atlantic City, N. J., 
October 10. 


Liquefied Petroleum Gas Association, 
Eastern Section—Hotel Traymore, Atlantic 
City, N. J., October 11. 


National Hotel Exposition*—Grand Cen- 
tral Palace, New York, N. Y., Oct. 17-21. 


National Metal Congress and Exposition* 
—Detroit, Mich., October 24-28. 


November, 1938 
The Institute of Gas Engineers—London, 
England, November 1-2. 


American Petroleum Institute—19th An- 
nual Meeting, Stevens Hotel, Chicago, IIl., 
November 14-18. 


December, 1938 
National Exposition of Power and Me 


chanical Engineering*—-Grand Central Pal- 
ace, New York, N. Y., December 5-10. 


* Includes exhibit sponsored by A.G.A. 


Industrial Gas Section. 


of the mains is wetted, and dust mi- 
grations are stopped without pilot 
outages, freeze-ups, main stoppage or 
corrosion. 

Wherever Carboseal is injected, the 
sequence of events in stopping leakage 
is the same. The liquid loosens and 
partially dissolves main incrustations 
whether on metal or jute freeing the 
caulking fibres. The well is filled with 
liquid which migrates upward by ca- 
pillarity, dissolving binding deposits, 
wetting and swelling causes the dis- 
placement of fibres, rendering them 
stiff and elastic. Maximum (44 per 
cent) swelling causes the displacement 
of fibres at contact points and the 
stiffened fibres are displaced through- 
out their length so that the caulking 
expands tightly against both bell and 
spigot. 

There is enough liquid in the well 
to supply from 15 to 20 per cent of 
the utimate amount required for com- 
plete joint saturation. But complete 
saturation of jute and voids is not 
necessary, although desirable. Car- 
boseal to the extent of only 14 per 
cent of the total volume of caulking 
space is imperative for complete leak 
stoppage. This amount must be 
equally distributed throughout the 
fibres, however. Any excess liquid 
acts simply as a reserve against evap- 
oration and dilution losses insuring 
effectiveness of the method over an 
estimated period of 15 years. 


Carboseal preserves jute from dis- 
integration such as is rapidly ef- 
fected by many amines and slowly by 
water and reduces the normal cor- 
rosion rate of the mains proper. It 
undergoes no phase change at tem- 
peratures obtaining in mains, is an 
anti-freeze and reconditions the dis- 
tribution system generally. 
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Harlem, Mont., Grants Gas 
Franchise to Consumers Co. 


The city council of Harlem, Mont., 
passed an ordinance on August 1, to be 
in force 30 days from that date, grant- 
ing a franchise to Consumers Gas Co., 
Sunburst, Mont., to supply natural or 
mixed gas to the community. 


= 
Horne Has Promotion 


C. H. Horne, Gadsden, Ala., manager 
for the Alabama Gas Co. for nearly a 
year, has recently been appointed gen- 
eral manager of the Alabama Gas Co., 
Alabama Natural Gas Co., and Hunts- 
ville Gas Co. His new headquarters will 
be in Birmingham. 
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DRESSER PERMANENT TIGHTNESS PHOTO’D! 


This old-style ‘‘Dresser’’ (installed 1903 and accidentally uncovered) 
typifies Dresser performance today on 150,000 miles of pipe. It is still 
serving continuously, with not one cent for maintenance. Says one user: 
‘‘Never a leak on your couplings and have installed thousands.”’ 


Pe a 


TIGHT BECAUSE FLEXIBLE! 2 nati-mition “nexes 


through 4° (see dotted lines), with no pressure drop—this test shows 
how Dresser time-proved flexibility safeguards and insures tightness 
by absorbing the harmful pipe movements (from frost, expansion, 
ground:gnovements, vibration, etc.) that often cause rigid lines to fail. 


18’ OD Dresser 
Coupling remaining 
pertectly tight at 
1600 lbs. per sq. in.; 
pipe has yielded. 
For a 923-mile, 24”’ 


1 line operating at 


800 lbs. maximum, 


i} ; ‘S . 4 65,000 ‘'Dressers,”’ 
qa y tested at 1600 lbs., 


were supplied. 


TIGHT BECAUSE PREDETERMINED STRONG! 


Dresser parts are mathematically varied in strength to meet safely any 
specified internal pressure—are ‘advance’ engineered of high-strength 
materials, with ample, identical strength and durability at all points. 
Middle ring (“‘control’’ part) is always made at least as strong as pipe; 


followers are extra rigid, gaskets generous size, bolts special, threads rolled. 
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GASKETS LAST AS LONG AS PIP E! Service condi- 


tions actually preserve Dresser gaskets—give them exceptional longevity. 
Like new is above old-style 12” gasket, 31 years old. Note 100% resilience 
when pliers are released. Continually tested, backed by 50 years’ ex- 
perience, Dresser gaskets are even better compounded now than ever. 


Ms 


TIGHT BECAUSE FOOL-PROOF! Simple, standard 


“Dressers’’ can be assembled in only one way— permanently tight. 
‘‘Factory-built’’ within precise limits under ideal conditions, every 
‘Dresser’ has a pre-assured, uniform fit and tightness. Uncertainties 
of field fabrication, the “human equation,’’ and ‘“‘variables’’ are out. 


Typical Comments — Dresser Tightness First .. . and Still Serving! 
Date | Locati Length | Pi 'Serv- 
“Tested 125 mi. and not a leak.”’ Laid | re of Line | Sine oti 
“The 8-inch line has been finished 1891 Malta, O a i eal 55," Nat. 
and tested at 160 lbs. water pres- | (original | | Cas. Gas 
sure followed by 90 Ibs. of air. No | a | | | 
exec 1896 | Zoar Gas | 8 mi. | 12" | Nat. 
“Went out on 20" line. They tested | a | | Gas 
yesterday and found no leaks.” iN.Y. | | | 
“Put a test on 16'' line—400 Ibs. No 1898 | Pitts- | 15 mi. 16" | Nat 
ee | burgh, | 20"' | Gas 
leaks developed on any joint. | Pa. | 94" 
: 1898 | W. Vir. | 80 mi. | 107 | Nat 
Tested to 250 Ibs., all Dresser Coup- 1898 | ons N’th- | 0 mi 10 | Gas 
lings and expansion joints showing | eastern | 
up tight—no exceptions.”’ - Ohio hie eal 
1902 | Sugar 100 mi.| 10" | Nat. 
“‘Maximum pressure 700 Ibs. without | Grove, | _ Gas 
a leak to date.”’ (54%,"' OD oil line) | Ohio, to | | 
| Toledo, O} 


TIGHT ON TEST — TIGHT F OR GOOD ! The Table, 


left above, gives typical users’ reports on test results with Dressers. In 
some cases, builders completely backfill a Dresser-coupled line before 
testing. The Table, right above, lists lines first to be Dresser-coupled; 
they are still in active service today! Note Malta line, first Dresser 
installation, laid nearly 50 years ago, and requiring no attention since. 
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(Cutaway view of Dresser Coupling, Style 38) 
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TIGHTNESS 
...- YES! ALSO: 


FLEXIBILITY—expansion, ground 
movements, vibration, lowering stresses, 
etc., are absorbed. Many curves, con- 
tours, etc., made with straight pipe. 


SIMPLICITY—standard parts are as- 
sembled on plain-end pipe by unskilled 
labor, using only a wrench, under almost 
any weather or ditch conditions. 


SPEED —\typical examples: 3 min. for 4"' 
size; 6 min. for 8''; 8 min. for 14''; 10 min. 
for 18''; 12 min. for 20'' (two workmen). 


STRENGTH—predetermined; joints 
safely withstand any specified pressure. 


TRUE ECONOMY—a truly lower joint 
cost throughout life of line, plus salvage. 


Sizes - 2 a ial promptly 


IPE-LINE builders rightly have definite ideas 
about that first pipe-joint essential—tight- 
ness—both on test and for the life of the line. 
Especially with today’s higher working pressures. 
Why? Because joint efficiency usually controls 
pipe-line performance. 

That's why it pays to choose joints whose tight- 
ness is proved by the one and only certain guar- 
antee—/ong-time field performance. 

Such joints largely end troublesome “un- 
accounted-for”’ leakage, maintenance, expensive 
repairs, revenue loss, possible property damage. 

How well Dresser Couplings have proved 
their inbuilt, long-time tightness and sound 
basic design is today a matter of factual record. 

For with Dresser Couplings, testing tight is 
only the start. Experience over the past 50 years 
shows they remain tight. No other joint today 
can olfer an equivalent record of service! In fact, 
the “freezing” action between gaskets and pipe 
often makes “Dressers” even tighter with age. 

Thus, when you install a Dresser-coupled line, 
you get not only gratifying test 
results quickly and easily, but 
also maximum assurance of 
trouble-free joint performance 
for the life of the line. 


For further details, write for our General Catalog No. 36, 
a virtual handbook on pipe joints. —-S. R. DRESSER MFG. 
CO., BRADFORD, PA. New York: 17 East 42nd Street; 
Chicago: Peoples Gas Building; Houston: Shell Building; 
San Francisco: 1038 Polk Street; In Canada: Dresser 
Mfg. Co., Ltd., 60 Front Street, West, Toronto, Ontario. 
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PIPE COUPLINGS 


L. B. SCHIESZ R. A. GALLAGHER 


Indiana Utilities Elect 
Gallagher and Schiesz 


EPARTING from policy, individual 

presidents for the Public Service 
Co. of Indiana and the Northern Indiana 
Power Co. were elected September 22 by 
the respective boards of directors of the 
two companies. 

Robert A. Gallagher of Indianapolis 
was elected to presidency of the Public 
Service Co. of Indiana from the post 
of vice-president which he had held un- 
der John N. Shannahan, who had been 
president of the company from 1933 
until his death in August. 

Directors of the Northern Indiana 
Power Company elected L. B. Schiesz 
president of that company. As _ vice- 
president and general manager, Mr. 
Schiesz had been actively in charge of 
the company under Mr. Shannahan. 

D. P. Pardee and G. J. Oglebay, both 
of Indianapolis, were elected vice-pres- 
idents of the Public Service Co. of In- 
diana. Mr. Pardee had been comptroller 
of the company, and will continue to 
hold that position, and Mr. Oglebay had 
been assistant to the vice-president. 

Phil H. Palmer of Kokomo, manager 
of the northern division of the company 
for a number of years, was elected vice- 
president of the Northern Indiana Power 
Co., and Paul D. Birdsall of Indianapo- 
lis, secretary and treasurer of the Nor- 
thern Indiana Power Co., was elected a 
director at the board meeting. 

More than 20 years’ experience in the 
utility field has been encompassed in Mr. 
Gallagher’s business career. Mr. Schiesz 
has been associated with Indiana utility 
companies since 1912, with the excep- 
tion of five years with the Wisconsin- 
Minnesota Light and Power Co. 


Bay St. Louis Expects 
Natural Gas Service 


Contracts for bringing natural gas 
to Bay St. Louis, Miss., are now in prep- 
aration, according to late press reports. 
Natural gas will be supplied to the com- 
munity for both industrial and heating 
purposes by the United Gas Pipe Line 
Co., Houston, Texas. E. P. Joseph, of 
Glenmora, La., is consulting engineer 
for the project. 


Colgate and De Sabla, Calif. 
To Receive Natural Gas 


Pacific Gas and Electric Co., San Fran- 
cisco, Calif., announces that regardless 
of the outcome of present drilling opera- 
tions in the Sutter Buttes field, natural 
gas is to be brought to the communities 
of the Colgate and DeSabla, Calif., divi- 
sions in the immediate future. 


P. M. Downing, vice-president and 
general manager of P. G. and E., has 
announced that the company wishes to 
obtain the required supply of natural 
gas from the wells of the Buttes Oil- 
fields, Inc., in the Sutter Buttes, and 
has offered to purchase gas from that 
company, as it prefers to buy gas from 
a local source. 


More than a year ago the company 
planned to furnish this region with nat- 
ural gas from the P. G. and E. Rio Vista- 
Woodland line, but construction work 
was temporarily held up awaiting the 
outcome of drilling operations in the 
Buttes fields. 


According to Mr. Downing. residents 
of Yuba City, Marysville, Chico, Oro- 
ville, Colusa, and neighboring cities and 
towns can depend on the introduction 
of natural gas in the very near future, 
irrespective of the source of supply. 


Doerr Heads P. G. and E. 
Office Sales Committee 


QO R. DOERR has been appointed 
e chairman of general office sales 
committee of Pacific Gas and Electric 
Co., San Francisco, 
Calif. For some 
years he has been in 
charge of commer- 
cial lighting and 
was also head of the 
sales planning com- 
mittee. In this new 
capacity, Mr. Doerr 
will act as coordina- 
tor of all sales ac- 
tivities of the or- 
ganization. 
* - enced by 
. E. Fisher, vice- 
president in charge + oa 
of public relations and sales, the ap- 
pointment follows a realignment of the 
sales department, necessitated by the re- 
cent death of H. M. Crawford, general 
sales manager. 


A native of Missouri, Mr. Doerr re- 
ceived his schooling in St. Louis. In 1921 
he entered the employ of Great West- 
ern Power Co. When the consolidation 
of Pacific Gas and Electric Co. and Great 
Western Power Co. took place, he was 

ut in charge of refrigerator sales, and 
ater was supervisor of domestic lighting. 


Gas Operators Consider 
$2,000,000 System 


i. a recent order by Al- 
berta Petroleum and Natural Gas 
Conservation Board under which gas 
wells capable of producing about 388 mil- 
lion cu. ft. of gas daily will be prorated, 
101 gas operators in the Turner valley 
are considering financing a gas-repres- 
suring system. The estimated cost of the 
proposed project would be approximately 
$2,000,000. The order which went into 
effect September 14, has set the daily 
allowable for the coming month at 40 
million cu.ft. or about 11 per cent ca- 
pacity. 

Under the operators’ plan now being 
considered, naphtha would be extracted 
from the gas and the gas would then be 
pumped back into the field through two 
or three “in-put” wells. This plan would 
halt gas wastage. 
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Shoemaker Is Vice-President 
Of United Light and Power 


G. T. Shoemaker has been appointed 
vice-president and general manager of 
the United Light and Power Co., Chi- 
cago, Ill. Mr. Shoe- 
maker, who was for- 
merly assistant gen- 
eral manager of the 
company, succeeds 
Burt J. Denman, 
who died June 25. 
Under his new ap- 
pointment, effective 
August 1, Mr. Shoe- 
maker has charge of 
operations of sub- 
sidiary companies, 

In 1913 Mr. Shoe- 
maker first became 
associated with the 
United Light and 
Power Co. system as draftsman; he later 
became electrical and mechanical engi- 
neer and then vice-president of the 
service company. Previous to his new 
appointment, Mr. Shoemaker has been 
in direct charge of all engineering and 
construction work done for subsidiary 
and operating companies. 

Mr. Shoemaker’s affiliations include 
membership in the Society of Mechan- 
ical Engineers and American Institute 
of Electrical Engineers. 


Pitner Has New Appointment 
With Central Service Corp. 


D. C. Green, president of Central Serv- 
ice Corp., Chicago, IIl., has recently an- 
nounced that W. Hynes Pitner has joined 
on Central Service staff as a vice-presi- 

ent. 

For a number of years Mr. Pitner has 
served in various executive capacities 
in public utility companies, including the 
presidency of Southwestern Natural Gas 
Co., vice-presidency of Oklahoma Nat- 
ural Gas Corp., and Peoples Light and 
Power Co. 

Since 1932 when he severed his con- 
nections with Southwestern Natural Gas 
Co., Mr. Pitner has devoted his attention 
to corporate reorganizations and finan- 
cing. His new duties with Central Serv- 
ice will pertain chiefly to corporate or- 
ganization and finances. 


Gas Radio Program Published 
In Government Booklet 


The radio program devoted to the gas 
industry which was broadcast February 
5, 1938, by the United States Depart- 
ment of Commerce is now included in a 
book, Stories of American Industry, pub- 
lished by the Government Printing Office. 
The book is a compilation of 32 radio 
programs, each of which gave the story 
of one great American industry. Harry 
R. Daniel was the editor of the script 
and narrator on the air. The program 
was given over the Columbia Network. 

Copies of the book may be obtained 
by forwarding 10 cents to the Superin- 
tendent of Documents, Washington, D.C. 


= @ 
Goodman Dies in September 


Francis Greer Goodman, president of 
the Safety Gas Main Stopper Co., Brook- 
lyn, N.Y., passed away September 4, it 
has been announced by the company. 


G. T. SHOEMAKER 


NORDSTROM VALVES 
ARE NECESSARILY CHOSEN! 


PAIL 2 RN emer Ne atte oN mee 
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TIGHT LZAK-PROOF VALVES are the 
GAS INDUSTRY S SA¥£S7 INSURANCE 


Thinking in terms of safety, it is 
natural for gas engineers to select 
Nordstrom Valves. On pipe lines, for 
instance, the closing of a single Nord- 
strom will effect a tight, positive shut- 
off instantly. It is unnecessary to go 
miles beyond the point of shut-off and 
close additional valves. On city distri- 
bution lines where low pressures are 
prevalent, the need for tight valves is 
just as evident as on high pressure 
transmission lines. Nordstroms are 
simplest in design and have no exposed 
threads to corrode; no overhead yokes. 
Even if turned only once a year the 
plug will close or open easily. Patented 
‘*“Sealdport” lubrication in combination — 
with other exclusive Nordstrom advan- ‘ 
STANDARD TYPE tages assure safest, surest operation. EMCO-NORDSTROM TYPE 


Sizes 2” to 30” 


* NORDSTROM SERVICE, AIR and METER COCKS * 


Service and meter cocks with Nordstrom features are available to standard plug cock design allows the cock to be sealed against 
the Gas Industry. The ‘addition of the lubricant system to the internal and external leakage. 


No. 1004, Screwed — No. 1014, Screwed — Service No. 1404—Air Cock—Self- No. 1018, Meter Cock—Type 
Type R Service Cock. Cock. 50 Ib. working pressure. lubricated. For underground air Y Meter Cock. For gas and 
50 Ib. working pressure. Can be tested up to 100 Ib. service outlets, air lines in shops water service. Assembled with 
%” to 1". Equipped working pressure when specified. and plants, etc. Lubricant lasts ample lubricant to serve indefi- 
with lock wing. ¥%” to 2”. Also made with for years under ordinary service, nitely under ordinary service 
=e - accommodate Flexible Ye", %" and i”. conditions. 1”, %” and 1”. 
uplings. 


MERCO NORDSTROM VALVE CO. 4 Subsidiary of PittssuRGH EQuitasBLe Meter Co. 


Main Office:' Pittsburgh, Pa. Branch Offices: New York City, Buffalo, Philadelphia, Columbia, Memphis, Chicago, Kansas City, Des Moines, Tulsa, Houston, 
Los Angeles, Oakland. Canadian Licensees: Peacock Brothers, Ltd., Montreal. European: Licensees: Audley Engineering Co., Ltd., Newport, Shropshire, England. 


PRODUCTS—NORDSTROM VALVES; EMCO GAS METERS and REGULATORS; PITTSBURGH LIQUID METERS 


WiTH 
PATENTED 


SEALDPORT' 


LUBRICATION 
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A.G.A.E.M. To Hold Third 
Annual Meeting This Month 


HE Association of Gas Appliance 

and Equipment Manufacturers will 
hold its third annual meeting at the Ho- 
tel Claridge in Atlantic City, N. J., on 
October 10. The principal event of this 
month’s meeting will be the election of 
new officers and members of the board 
of directors for the fiscal year 1938- 
1939. In addition to the main general 
session there will also be meetings of 
the association’s various divisions, which 
in turn will hold elections of officers for 
their respective groups. 

At a meeting of A. G. A. E. M. board 
of directors, held September 7, it was 
decided to hold the annual 1939 associa- 
tion convention in New York. This de- 
cision was made because the New York 
World’s Fair will be under way during 
the convention period, which is tenta- 
tively set for the latter part of May. 
During the meeting reports were pre- 
sented on the sales promotion projects 
which the association is now conducting, 
including the “Prize Parade” in behalf 
of automatic gas water heaters, the gas 
refrigeration selling campaign, and the 
CP range promotion program. 


Detroit City Gas Becomes 
Michigan Consolidated Gas 


Following the consolidation of the De- 
troit City Gas Co. with Grand Rapids 
Gas Light Co., Washtenaw Gas Co., Ann 
Arbor, and the Muskegon Gas Co., the 
Detroit company will change its name 
to Michigan Consolidated Gas Co. 

The American Light and Traction Co. 
has recently filed application with the 
Securities and Exchange Commission for 
approval of the sale by it to Michigan 
Consolidated of all of the outstanding 
shares of the capital stocks of the Grand 
Rapids, Washtenaw, and Muskegor com- 
panies. Michigan Consolidated has filed 
application with the commission for ap- 
proval of the issue and sale of $34,000,000 
of four percent bonds, due 1963, and 
$8,000,000 of four per cent notes due 
1948. The new concern has applied for 
approval of its acquisition of the assets 
and capital stocks of the firms involved. 


Development of Hugoton Field 
Gas Reserves Imminent 


Staking of three wells by the Republic 
Natural Gas Co., may mean immediate 
development of the huge gas reserves 
on the Oklahoma end of the Hugoton 
district. The wells are in the proven area 
of the field. near the Kansas line due 
north of Guymon, Okla. 

There are 16 gas producers in the 
Guymon sector of the Hugoton field 
with estimated potential of 190,700,000 
cu. ft. a day. 


Taylor To Manage Southern 
Sales For Pittsburgh Co. 


Joe D. Taylor, for many years sales 
manager of the Pittsburg Water Heater 
Co., Pittsburgh, Pa., has left that post 
to become southern sales manager for 
Pittsburg Co. with headquarters in At- 
lanta, Ga. His successor has not as 


yet been announced. 
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P. G. and E. Completes Pipe 
Line to Treasure Island 


ACIFIC Gas and Electric Co. has 

just completed a remarkable engi- 
neering job in laying pipe lines on the 
floor of San Francisco bay to carry 
natural gas to Treasure Island. 

Starting at the East Bay natural 
gas network on Beach Street just 
north of the Key Route underpass, the 
line follows the Key Route fill for 
more than 10,000 ft., and then extends 
for approximately two miles further 
along the floor of San Francisco bay 
to the island. 

It is in the laying of the main on 
the floor of the bay that the engineer- 
ing department performed a remark- 
able job. The line is steel pipe of 414- 
in. O. D., and the maximum depth to 
which pipe is laid is 50 ft. Work was 
done under contract by the Pacific 
Bridge Co. 

On the island, piles were driven out 
into the water for a distance of 100 
ft. at the point where the line was to 
come on to land. On these piles a ramp 
was built extending from the level of 
the island to the level of the floor of 
the bay. Nine thousand feet of pipe in 
40-ft. lengths were delivered on the 


Derrick barge with 20-ton single line 

winch standing 800 ft. off the shore of 

Treasure Island in San Francisco bay. 

In laying the gas line to the mainland. 

9036 ft. of 442-in. pipe line was pulled 

off the island to an angle point 2000 ft. 
off shore at the key route fill. 


island, welded into units of 800 ft. 

When welding and testing were 
completed, which required eight days, 
a large derrick barge with 1000-ft. of 
cable was anchored about 1000 ft. off- 
shore in line with the ramp. 

One end of the cable was attached 
to the end of the first 800-ft. length 
of pipe and as the cable was wound 
on to the drum on the barge, the 
length of pipe was drawn down the 
ramp and into the bay, stopping with 
the end of the pipe exposed on the 
ramp. Another 800-ft. length was then 
brought up and welded to the section 
already partially in the bay, and tested 
for pressure of 100 lbs. to the sq. in. 

While the weld and test were being 
made, the barge was taken out another 
1000 ft. and anchored again. Then the 
cable was pulled in, dragging the 1600 
ft. of welded pipe line down the ramp 
and along the floor of the bay, until 
only the end was left exposed on 
shore. Other 800-ft. sections were 
brought into place and each in its turn 
welded, tested, and pulled along until 
9000 ft. of pipe were in place. 

Meanwhile 2000 ft. of pipe line were 
laid along the Key Route fill and the 
sections welded together. Then this 
line was pulled into the bay. As the 
line was pulled into the water, a 50- 
gal. empty steel drum was attached 
with ropes every 40 ft. to keep the line 
afloat. The end of the line was floated 
into position to meet the end of the 
9000 ft. line brought from the island. 
Then the floats were cut away, allow- 
ing the line to sink with the exception 
of the end which was held on the 
barge. Here a specially prefabricated 
40-ft. link had been welded to the ends 
of the two lines and let down to the 
floor of the bay, completing the pipe 
line from the Oakland natural gas dis- 
tribution mains to Treasure Island. 

The job of pulling the pipe into the 
water and placing it required three 
days. 

a 6 


C. S. Mitchell, Philadelphia 
Co. Vice-president, Passes 


Curtis S. Mitchell, vice-president and 
controller of the Philadelphia Co., Pitts- 
ee Pa., died July 23 in Washington, 

C 


Educated in Pittsburgh, Mr. Mitchell 
entered the service of the United Trac- 
tion Co. of that city in 1938. He became 
associated with Philadelphia Co. in 1900 
when that company acquired control of 
United Traction. In 1924 he was ap- 
pointed vice-president of Philadelphia. 
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SALES SLANTS 


A month by month presentation 


of experiences on the sales front. 


Lead Your Prospects Along 
A Planned Sales Path 


66 ON’T confuse your prospect,” 

D advises a sales manager. “Put 
your sales presentation before him in 
logical order, so that he will absorb 
the reasons why he should purchase 
what you have to sell. 

“This requires a planned sales story, 
built around an appeal to the various 
motives which impel people to buy. If 
you analyze the reasons why prospects 
have bought any class of merchandise, 
you will find they are influenced by 
certain basic hopes, aspirations and 
desires. 

“Suppose you are selling gas heat- 
ing appliances. You have the follow- 
ing motives to which you should ap- 
peal: 

“1. You should point out the health 
and comfort benefits of gas heat: the 
elimination of the causes of winter 
colds and other respiratory ailments 
due to faulty distribution of heat, cold 
floors and halls and excessive moisture 
conditions. 

“2. You should point out the luxury 
features, convenience and carefree op- 
eration. People are naturally indolent, 
and if you can show a house manager 
or a husband how the automatic de- 
vices for heat control will give him 
extra time to sleep in the morning, 
you have touched a motive that has 
a very definite appeal. 

“3. You should stir his pride of 
ownership. If Mrs. Jones is told 
that one of her neighbors or one of 
her close friends has installed a gas 
heating plant, the chances are she will 
want one also. 

“Of course, if it were possible to 
present your sales story without in- 
terruptions, the selling job would be 
much easier. Yet by finding and 
focusing upon the objections raised by 
the prospect, quite often you can find 
hidden motives that would not appear 
otherwise. 

“Some of the obstacles the salesman 
encounters are: lack of confidence in 


the salesman, his merchandise, or his 
company ; ignorance on the part of the 
prospect of the advantages to be de- 
rived from having the merchandise; 
belief that the expenditure of the sum 
asked will not give the satisfaction 
promised. 

“Overcoming these objections often 
strengthens the points which tend to 
make the prospect give a favorable 
answer. 

“In a planned sales demonstration, 
when the salesman approaches his 
prospect, he knows what he is going 
to sell and what it is necessary to 
make the prospect think, before he 
can hope to secure an order. He 
knows the appeal he is going to use, 
the buying motive which it is neces- 
sary to arouse in his prospect’s mind, 
before he can hope to make that pros- 
pect willing to buy.” 
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When Is Salesman Not a 
Salesman? When He's Lazy! 


N a check made recently of reasons 

for discharge of a representative 
number of salesmen, it was found that 
nearly one out of three were dropped 
for indolence. This percentage corre- 
sponds to other surveys made in vari- 
ous parts of the country during the 
last 20 years, and indicates that lack 
of industry is a salesman’s most be- 
setting sin. 

The salesman who fails to make 
good, according to these investiga- 
tions, is generally the one who is not 
willing to pay the price, which is hard 
work. 

The problem, then, of the sales man- 
ager who wishes to reduce the num- 
ber of salesmen who fall down in his 
selling organization, is the problem of 
inducing them to keep on the job. It 
is up to the sales manager to see that 
every man in his organization works. 
He must do everything he can to get 
the salesmen to make more calls, to 
see more people, to spend more time 
with buyers, to study the problems of 
buyers more closely, and to plan his 
job more carefully. 

Has the sales manager the right to 
shrug off the lazy salesman with the 
remark, “How can we help it if he 
doesn’t do the work?” The sales man- 
ager who does this is dodging a re- 
sponsibility. To a large extent, the 
failure of a salesman is a failure of 
the management as well. And the one 
function of a sales manager is to see 
that his men are on the job. 


Problem: Which of These 
Salesmen Will Succeed? 


ALESMAN A, when he has done 

a particularly swell selling job, 
slaps himself on the back and remarks 
for the whole world to hear, “Well, 
I guess I’ve got what it takes!” 

Salesman B, under the same cir- 
cumstances, sits down quietly in a 
corner and tries to figure out how he 
put it over in hope that he will be 
able to repeat. 

Salesman A, when a prospects asks 
him a question he can’t answer, runs 
a bluff. He always cooks up some 
kind of reply, whether he knows the 
right answer or not. 

Salesman B, under the same circum- 
stances, admits quite frankly he does 
not know. He realizes it is no dis- 
grace not to know everything. 

Salesman A doesn’t believe in the 
firm he represents or in its product, 


but he is convinced he is good enough 
to sell anything, whether he believes 
in it or not. 

Salesman B believes in the firm and 
is genuinely enthusiastic about the 
product. If he felt otherwise, he would 
hand in his resignation. 

Salesman A takes in all the terri- 
tory he can get, hoping by doing a 
perfunctory selling job on a lot of 
prospects, to save himself the trouble 
of carefully canvassing for good ones. 

Salesman B concentrates his efforts. 
He is satisfied with a lesser number 
of good prospects even if it is a longer 
job to search them out. 

Salesman A, when he is asked to 
report information which will require 
a little time and effort to secure, 
gives as skimpy a report as he thinks 
will get by. 


GAS-October 1938 


Salesman B is prompt and accurate 
in complying with a similar request. 

Salesman A considers what he eats 
and drinks is his own business, and 
if he doesn’t bother dbout his health, 
no one else should. 

Salesman B, knowing that selling 
requires a more than ordinary amount 
of health and vitality, takes good care 
of his body, takes regular exercise, 
observes regular hours, eats and 
drinks moderately. 

Salesman A knows so much himself 
that he doesn’t need any advice from 
the salesmanager. 

Salesman B takes advice wherever 
he can get it and welcomes it. 

Salesman A is quite satisfied with 
the way he is doing. A better job? 
He doesn’t need any preparation. 

Salesman B, realizing that a bigger 
opportunity may come any minute, 
keeps quietly digging away. When 


the chance comes, he will be ready. 


Houston Gas Sales Increased 
By All Gas Appliance Day 


Appliance dealers in Houston, Texas, 
conducted an All Gas Appliance Day on 
August 25, in conjunction with the na- 
tional advertising slogan, “Sales Mean 
Jobs.” As a result of the special cam- 
paign day a 158 per cent increase in 
dollar volume was shown on appliance 
day over the same day of the preceding 
week. 

Preceding appliance day, radio spot 
announcements, newspaper.  advertise- 
ments, and outdoor posters had urged 
the public to “Buy Now—Sales Mean 
Jobs.” Dealers tied in their advertising 
with the general slogan by suggesting 
August 25 as the day for buying gas 
appliances with special inducements of- 
fered on ranges, water heaters, refriger- 
ators and automatic heating equipment. 


Dealer Cooperative Drive 
Launched by Mississippi Co. 


The residential sales department of 
the Mississippi Power and Light Co., 
Jackson, launched September 29 a dealer 
cooperative sales program, to continue 
until December 3. Sales activities will 
embrace the annual fall and winter heat- 
ing campaigns as well as promotion for 
all types of gas and electric appliances. 

The theme of the fall drive will be 
“Better Living” with the company’s in- 
vitation to homemakers reading “Buy 
Better Living Now.” 

To the 50 dealers showing the great- 
est percentage of sales increase during 
the campaign period, free all-expense 
trips to the famous Sugar Bowl football 
game, January 2, will be awarded. 


= «= 
Gas Line Is Laid to New 
Texas Drilling Site 


Construction is now under way on a 
gas pipe line to the Humble Oil Co.’s 
new drilling site for a test well in the 
Flag Lake area of northwestern Hen- 
derson county, Ky. The new line will 
tap a main line two miles from the site. 


Making It Easy for Your 


Prospects to Say, Yes’! 


VERY sale of a gas appliance* 
is an individualized sale. The 
sales presentation must be fitted to 
the prospect and the circumstances. 
“Canned” sales talk won’t work. 
However, there are certain sales 
tactics which apply in all cases. A 
good general rule to keep in mind is 
to make it easy for your prospect to 
say “yes.” Here are some significant 
pointers: 


Never give your prospect a choice 
between something and nothing. Don’t 
ask her if she wants to buy a Philgas 
range—ask her which range she likes 
the best and which would best suit 
her requirements. The questions you 
ask should be worded so that the pros- 
pect cannot answer them negatively 
—frame them so as to lead to the 
answer you want. 

Lawyers have a trick of asking 
questions of witnesses that can only 
be answered “yes or no.” This doesn’t 
work in selling, because the answer 
is more likely to be “no.” Therefore, 
it is good psychology to ask leading 
questions that are best answered by 
that little word “yes.” For instance, 
“These new 1938 Philgas appliances 
are certainly beauties and would look 
nice in your kitchen, wouldn’t they, 
Mrs. Smith?” Mrs. Smith is inclined 
to say “yes” and usually does. And 
if you ask several more questions that 


*Reprinted from’a sales letter of Philgas De- 
partment, Phillips Petroleum Co., July 29, 1988. 


can be answered in the same easy 
way, you'll find that “yes” answers 
lead very easily to a definite commit- 
ment and the signed order. 

A well-known shaving cream had 
its sales tripled after clerks were 
taught to say, “Would you like to cut 
your shaving time in half?” That 
could easily be converted into “Would 
you like to cut in half the time re- 
quired to prepare meals—have more 
leisure time out of the kitchen?” If 
your prospect answered truthfully, 
she would have to say “yes.” 

Nobody can give you a standard 
word-for-word sales talk for success- 
fully selling gas appliances. But, if 
you analyze your sales, think over the 
remarks you made, and write them 
down if necessary, you can build up 
a group of tested and proved pre- 
sentations that will increase your 
sales. 

Make it easy for your prospects to 
say “yes”! 

| oe 


Monongahela Salesmen Have 
Record Showing In Campaign 


Salesmen for Parkersburg division of 
the Monongahela West Penn Public 
Co., West Virginia, in the company’s an- 
nual summer sales crusade reached 95.7 
per cent of the $125,000 quota with two 
weeks remaining before the close of the 
drive on September 1. More than $92,- 
000 in sales were made through the co- 
operation of the Customer Service clubs 
who submitted prospects’ names. 


The sales staff of the Dallas Gag Co., Dallas, Texas, decided that the piace to find 
inspiration for their “Big Game Hunt” annual heating sales campaign was at the 
Marsalis Park Zoo. Above, the staff watches Tootsie, baby elephant, go into her dance. 
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HERE IS HOW HE DID IT! 


Up there in the picture. ..that's Jimmy Reese of Dallas, 
Texas. Jimmy works for the Dallas Gas Company. In the 
hot month of August, when nobody wants to think about 
heat, Jimmy went out and sold 83 Ward Floor Furnaces 

. better than 3 furnaces for every business day! 


How did he do it? Well, chiefly by keeping moving and 
telling plenty of people that gas and Ward Floor Fur- 
naces make a perfect combination for clean, economical, 
healthful warmth. 


Where did he do it? Mostly in built houses... where 
people, remembering last wir.ter, wanted to improve 
their comfort in winters to come. Some of those furnaces 
went into homes. ..some into one-story stores and offices 
... some went where there already were basement units 
but people wanted auxiliary heat for use when the fur- 
nace isn't turned on. 

Yes, Jimmy Reese had lots of prospects . . . just as there 
are lots of prospects on your lines for the load-building, 
profit-bringing services of Ward Floor Furnaces. 
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A. S. KINCAID 
2012 North Harwood, Dallas, Texas 


ee 


J. N. DOYLE 
1827 Forest, Denver, Colorado 


CLAUDE FUSON 
$12 Exchange Bldg., Memphis, Tenn. 
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WHAT CAN YOUR COMPANY DO 
WITH THIS POPULAR, PROFITABLE 
LOAD-BUILDING EQUIPMENT! 


The Dallas Gas Company... where this swell one-man sales 
record was hung up...is one of many gas companies that are 
doing a grand load-building job for themselves with WARD 
FLOOR FURNACES. 

These utilities like Wards because they are automatic. Their 


efficient performance makes consumers enthusiastic about 
gas as the ideal fuel for heating. 


A Ward Floor Furnace...with its Bilt-in Thermo-Control, 
Cradle Circulation and Automatic Safety Pilot...requlates 
temperature accurately... distributes warmth evenly and eco- 


nomically...protects the home positively. A Ward Floor Furnace hangs from joists beneath the floor. 
These utilities like Wards, too, because they are permanent taking no room space. Register at floor level or in the wall is 
equipment. On your lines, as on the lines of these other com- all you see. The furnace is compact and complete within itself. 
Thermo-Control and all other accessories and controls are 
panies, there are hundreds (probably thousands) of prospects hati te, Shek nna adem. We wites to ven. Mo 
who are using temporary appliances or who are dissatisfied Souafid siuneciein: Me bunmmest te necessary. Deep furnace 
with their present methods of heating. Make them “warmth into the floor opening ... connect to vent and gas line ... and 
friends” of yours for life...make them better customers, giv- it is ready for service. It can be installed, without muss or dirt. 
ing you better load and better profits... with Ward Floor Fur- in less than half a day. 
naces. May we tell you how? Guaranteed for Ten Years ... Built for Life 


Write us TODAY for catalog, price list and full facts! 


WARD HEATER COMPANY ¢ LOS ANGELES 


; J. H. STUBBINS W. D. ROBERTS H. C. SANDERSON 
| 300 East 68th Terrace, Kansas City, Missouri 468 Peoples Gas Bldg., Chicago, Illinois 207 Fulton Building, Pittsburgh, Pennsylvania 
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Domestic Range Committee 


HE Domestic Range Committee 

of the American Gas Associa- 
tion, under the chairmanship of F. M. 
Houston, has detailed plans for a 
booklet entitled the “CP” Salesmaker. 
As six members of the committee rep- 
resent the A. G. A. and six the Asso- 
ciation of Gas Appliance and Equip- 
ment Manufacturers, the work of the 


committee combined both the manufac- . 


turers’ and the utilities’ viewpoints. 

The best of the ideas submitted are 
now being consolidated by the A. G. A. 
which is underwriting the cost of pro- 
ducing this sales item. The work on 
the finished copy has been carried for- 
ward by the Sales Management Com- 
mittee of that association under the 
chairmanship of A. P. Tappan. 

The “CP”. Salesmaker will carry a 
complete, visual, non-technical presen- 
tation of the 22 points of superiority 
of CP gas ranges. The last eight 
pages of the book are devoted to proof 
that “CP” ranges practically pay for 
themselves with their time saving— 
fuel saving —food saving features. 
Four colors are used to produce those 


Produces “CP” Salesmaker 


pages showing delicious food pictures. 

This item was publicized by a de- 
scription in the “CP” Sales Plan Book 
recently distributed to utilities. From 
that source alone so many samples 
have been ordered by utilities 
throughout the United States that a 
sale of over 5000 copies of this sales- 
maker is indicated. The sales price, 
as previously publicized, will be on a 
cost basis of $1.25 per copy. 

Due to the general and institutional 
composition, the book is easily adap- 
ted to the promotion of the sale of 
any make of gas range. A pocket is 
provided in the back for the addition 
of the specific makes and models be- 
ing promoted by a retail outlet. 

The A. G. A. reports that orders on 
this item will be filled this month. 
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East Ohio Files New Gas 
and Oil Leases 


The East Ohio Gas Co., Cleveland, has 
recently filed six new leases on land for 
gas and oil at the Geauga county re- 
corder’s office in Chardon, Ohio. All but 
one will run for 20 years. 
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DIFFERENTIAL DASH POTS 


The 
CHAPLIN 


Shipment to India 


The 46 dash pots or sensitizers here shown were especially 
made for a user in India whose requirements necessitate great 
exactness in maintaining a constant differential between the 
gas and air pressures to the burners. They will be used in 
connection with Fulton low-pressure regulators. 

egg poms equipment is designed 
or 


-FULTON MANUFACTURING CO. 


28-40 Penn Ave. 


Special 
Dash Pots for 


all purposes of gas control. 


Pittsburgh, Pa. 


GAS-October 1938 


suite te ao 


This display card in 10 striking colors 

will be provided free by the California 

Gas Appliance Society to dealers 

handling “Sticker Plan” ranges for floor 

and window displays both during and 
after the campaign. 


Range Campaign Announced 
By Gas Appliance Society 


e % HE Gas Appliance Society of Cali- 
fornia has announced its 1938 Fall 
Gas Range Campaign to extend from 
October 5 to 15, inclusive. The campaign 
slogan is “Cook the New Way with Low 
Temperature,” with low temperature be- 
ing featured in all publicity and adver- 
tising material. 

A special campaign discount of $10.00 
is to be offered to the purchaser of a 
current “Sticker Plan” gas range equip- 
ped with low temperature oven burner 
and having a regular cash price of 
$129.50 or more (without clock or lamp). 

The campaign will be publicized 
through advertising and publicity in 
newspapers, radio announcements, movie 
slides, billboards, and other media. 


Labor Day Range Sale 
Brings in Results 


The new business department of the 
Gas Service Co., Kansas City, Mo., has 
reported a total of 870 gas range sales 
during the annual new business Labor 
Day range sale in company properties. 
The campaign for the annual sale ex- 
tended from August 29 to September 10, 
inclusive. This year’s campaign showed 
an increase of eight ranges sales over 
the preceding year, with the addition of 
228 ranges sold by 86 cooperating deal- 
ers in the territory. 


= 8 
Gas Service Transfers 
Crosby and Norman 


Harold Crosby, formerly chief clerk of 
the Gas Service Co., Kansas City, Mo., 
in Ottawa, Kan., has been transferred 
to the company’s Joplin, Mo., office. He 
replaces O. Norman who wiil take over 
Mr. Crosby’s duties in Ottawa. The 
transfer became effective September 15. 

Mr. Norman has been connected with 
the company since its reorganization 
from the Arkansas Valley Gas Co. to 
the present Gas Service Co. in 1925. 
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THE ARISTOCRAT OF GAS 
CIRCULATING HEATERS 


Again for 1939—the beautiful Wedgewood Console Circulating Heater 
sets the style for gas heating on the Pacific Coast! In appearance it is a 
symphony in modern streamline design. It's the finest gas heater in Wedge- 
wood history. Because it adds lasting beauty to a home and heats at low 
cost it is the favorite among buyers everywhere. 


Inside it is just as fine! Its scientifically planned combustion delivers maxi- 
mum heat from gas used. Outer cabinet and bottom are air-blanket 
insulated. Large one-piece ribbed steel heating unit has non-corrosive high- 
heat finish. Special down-draft diverter. Automatic lighter. Can be ther- 
mostatically equipped. Low flue fits any fireplace. Is A.G.A. approved 
vented and unvented. 


ALWAYS WEDGEWOOD QUALITY—~MAKES 


JAMES GRAHAM MANUFACTURING CO. « LOS ANGELES « SAN FRANCISCO 
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Vhhtt Cemutifil 
Vil Finishes 


Wedgewood offers a wider choice of beau- 
tiful finishes and color tones. In Morocco 
finish there is Sandtone with Chromium Trim 
and Seal Brown with Chromium Trim. New 
for 1939 is the Hammertone finish which 
gives the appearance of delicately ham- 


mered metal. 


Tht Vicia SigAd 


To fit the heating budgets in small or large 
homes, Wedgewood offers three extremely 
practical sizes. Several rooms can be kept 
comfortably warm with any one of these 


sizes, 


FRIENDS FOR GAS 


NEWARK, CALIF. «© PORTLAND, ORE. 
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@ For nearly twenty years we've been assisting 
our customers (many of whom are makers of C-P 
ranges) in giving enamel troubles the raspberries. 
Indeed whether it be on C-P ranges, the ranges in 
the lower price level, heaters, or any other gas 
appliance, more and more LUSTERLITE enamels 
will be found. Why—? Well:— 


In the first place we do everything humanly possible to produce trouble- 
free enamels before they are shipped. But even then, sometimes some- 
thing goes wrong in the customer's plant — any-something of a thousand 
things. And immediately a “Chicago Vit.” service man is on the job to 
assist the plant personnel in ferreting out the trouble and licking it in the 
shortest possible time. .... And whether you enamel your own range 
parts or have a jobber do it, this kind of service steadies your production 


—saves you money. 


Frankly, it has been the necessity for giving enamel troubles the rasp- 
berries that has built our laboratory—constantly added to our personnel 
—kept us busy—kept us growing. And equally frank, it has been the 
speed and skill with which we have assisted range manufacturers in iron- 
ing out the most perplexing problems that have made more and more 
range and heater people realize that ‘Chicago Vit.” is the logical source 
for both rapid service and the superior LUSTERLITE enamels. 


CHICAGO VITREOUS ENAMEL PRODUCT CO. 
1406 SOUTH 55th COURT - CICERO - ILLINOIS 
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Wisconsin Public 
Service Corp. im- 
pressed its potential 
water heating custom- 
ers with this three- 
sectional display of gas 
units installed in an 
attractive setting and 
actually operating. 


Wisconsin Sales Campaign 
Stresses Water Heaters 


N its campaign to sell gas hot 

water service, the Wisconsin Pub- 
lic Service Corp., Green Bay Wis., 
started off early in 1938 with the 
introduction of its “Proof Book.” 
This book contains over 100 photo- 
graphs of automatic gas water heater 


installations, many of them coupled 
with photographs of the residences 
where the heaters were used. In ad- 
dition, a large number of signed tes- 
timonials were included in this book. 
The book was bound in copper col- 
ored paper and proved an effective 
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...and keep your customers satisfied. Recommend Pacific Gas Heaters. 


There are no complaints when you specify Pacific. All Pacific Gas 


Heaters are equipped with the famous Pacific Multi-Tubular Burners 


and assure troubleproof operation and the utmost satisfaction. 


Pacific heaters carry a guarantee backed by a company with 


the experience and reputation of a quarter of a century. 


Pacific makes a gas heater for every purse and purpose. 


The only complete line manufactured in the West. 


BE SPECIFIC...SAY PACIFIC 
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selling tool, according to A. C. Da- 
vey, sales manager. 

To supplement this, the corpora- 
tion decided to construct a number of 
“live” water heating displays. A dis- 
play similar to the one illustrated 
was installed in all major offices of 
the company. This display has three 
different types of automatic gas water 
heaters connected and operating. 

To obtain a streamline lighting ef- 
fect, wall board was bent around 
forms, thus utilizing the smallest 
possible amount of floor space. The 
three recessed sections each con- 
tained a different type heater, with 
the larger section having a lavatory 
in addition. These recessed sections 
are finished with pale green rayon 
flock. The four upright columns are 
finished with dark blue rayon flock. 
The recessed sections are illuminated 
by means of lumiline lamps. The let- 
ters “Beauty Begins With the Bath” 
are cut out of wood and finished with 
gold rayon flock and are mounted on 
pale green cello-glass. The whole 
message is illuminated by flashing 
lights from the rear of the cello- 
glass. The display is trimmed with 
chrome metal. 

The corporation is installing all 
automatic hot water heaters with 
small copper tubing, and the display 
heaters were connected with copper 
tubing in order to show the customer 
just what types of tubing would be 
installed in his home. The corpora- 
tion is also installing its own type of 
covering on conversion water heaters 
as shown in the left section of the 


picture. 
ae 


Brooklyn Union Organizes 
12th Gas Engineering Class 


Employees of the Brooklyn Union 
Gas Co., N. Y., have recently organized 
a class and enrolled for the Brooklyn 
Polytechnic Institute course in gas engi- 
neering. Edward C. Uhlig, educational 
vice-president of the Brooklyn Union 
Gas Club has directed the organization 
of the class, which is the 12th to be 
organized within the company. 

The course consists of 28 lectures pre- 
senting a comprehensive survey of 
methods employed in the manufacture, 
distribution and utilization of gas. 


R. D. McKinnis Is Employment 
Manager for Philadelphia 


The Philadelphia Co., Pittsburgh, Pa., 
has announced that R. D. McKinnis has 
been appointed to the position of man- 
ager of employment and training for the 
company and its subsidiaries. He suc- 
ceeds H. L. Donaldson, newly appointed 
director of personnel for Philadelphia. 

Until his recent appointment, Mr. Mc- 
Kinnis acted as supervisor of training 
in the personnel department, which posi- 
tion he had held since 1929. He entered 
the service of Philadelphia in 1925. 
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Only a Klixon Thermostat 
CAN BE USED ON THIS TYPE OF INSTALLATION 


All the advantages of the new improved suspended thermostat installation for gas unit 
heaters center around the operation of the Klixon Thermostat. Instead of using magnets, 
toggles or other parts that might be affected by vibration a Klixon Thermostat is operated 
by the simple, sturdy Spencer Disc—a snap-acting, vibration-proof disc of thermostatic bi- 
metal, Carefully calibrated in our laboratories this disc remains solidly “on” or “off” until 
control temperatures are reached and at these points the disc snaps instant/y—without arcing 
or fluttering—from one position to the other. 


Due to the Spencer Disc a Klixon Thermostat is simple in construction, compact, fool- 
proof, dustproof, free from complicated or live exposed parts. Write for full information. 


A Full Line of Disc-Operated Gas Controls 


In addition to a full line of unit heater and _ pilot shut-off valves that are simple and di- 
room thermostats Klixon offers disc oper- _rect acting and many other snap-acting con- 
ated gas unit heater switch valves, electric trols for gas appliances. Write for complete 
gas valves that won't hum, chatter, or stick; information. 


i" TRADE MARK REG U.S. PAT OFF 
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Instead of mounting a thermostat on a wall 
or post where space may be at a premium, 
you merely suspend the vibration proof 
Klixon Thermostat directly from the unit 
heater. No long conduit necessary —substan- 
tial wiring expense is saved. 


Control from the best possible 
control point 


Like the heater itself the thermostat operates 
in the center of the heating area. Wall drafts 
that affect ordinary thermostats causing 
overheating are avoided. Room temperature 
is more uniform. Heating costs are cut. 


Easy to read and set 


from floor 


The Klixon angular outlet box attached to 
the rigid conduit from unit heater holds 
thermostat in a most convenient position. 
Regulated thermostat dial makes setting 
easy. Thermostat controls beating or cool 
air circulation or both. 


SPENCER THERMOSTAT CO., 810 FOREST ST., ATTLEBORO, MASS. 
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Commercial Section Offers 
Two New Sales Courses 


ARLY next month the Commer- 
Ek, cial Section of the American Gas 
Association will break new ground in 
bringing out a “Course in Sales Co- 
operation for Everyone in the Gas 
Industry.” The course is for enlisting 
the cooperation of non-selling em- 
ployees in aiding company sales de- 
partments. 

Coming out at the same time as 
the “Course in Selling Residential 
Gas Today,” shortly to be offered to 
the sales departments in the gas in- 
dustry, the new course will provide a 
rounded program for unifying gas 
company personnel in the 1938-39 
sales drive. The central purpose of 
this Sales Cooperation Course will be 
to show all employees how to “sales- 
slant” both their business and their 
social contacts with the public, with 
a view to furnishing the sales depart- 
ment with a steady flow of leads. To 
use a military metaphor, the sales- 
man’s course furnishes the shock 
troops with extra power at the firing 
line, while the Sales Cooperation 


Course has the equally important 
function of establishing and main- 
taining a line of constant supply and 
support. 

As a basis for the course, a study 
is being made of general employee 
sales cooperation plans not only in 
the gas industry but in many other 
industries as well. Out of this study 
will come an organized body of infor- 
mation which will increase the effec- 
tiveness of sales cooperation plans in 
companies now using them, and will 
enable companies which have not yet 
inaugurated such plans to start off on 
the soundest possible basis. 

The official announcement of the 
course in sales cooperation will go out 
to the industry early in October. The 
course is designed to provide every 
employee with four kinds of informa- 
tion essential to proper representa- 
tion of his company in his contacts: 
(1) detailed knowledge of the selling 
facts about gas; (2) up-to-date in- 
formation on the new appliances; 
(3) definite things to say and do 
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U-Gauge 


Caloroptic BTU Control 


Widely used among butane and propane plant 
operators, this popular CONNELLY Direct-reading 
Instrument provides a simple, accurate method of 
determining the’ heat value of any kind of gas. 


. | Connelly It is a positive safeguard against excessive varia- 
¥ Unbreakable tions in gas quality. May be connected to control 
if panel or used to close down plant when BTU's swing 
a Type Gauge beyond high or low limits. Can be equipped for 
t with tubes remote control with distant signal lights and alarm 
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IRON SPONGE& GOVERNOR CO. 


ELIZABETH, N. J. 


Pacific Coast Representative: Harry V. Payne, 3834 Third Ave., Los Angeles 
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when talking to gas users; (4) prac- 
tical, careful guidance in turning 
contacts into sales leads. 

In the “Course in Selling Residen- 
tial Gas Today,” mentioned above, 
emphasis will be put on the methods 
that have worked in 1938 for out- 
standing salesmen in selling the bene- 
fits of gas service and gas appliances. 
The outstanding points of the new 
gas appliances will be presented in 
the terms that successful salesmen 
of today actually use in talking to 
customers. Observation has shown 
that sales often depend on the impres- 
sions gained by customers from ap- 
parently unimportant phrases used by 
the salesman. Consequently a feature 
is being made in the course of the 
precise wording that wins the inter- 
est and arouses the customer’s desire. 


One executive associated with the 
preparation of the course made this 
statement: “If a salesman were given 
the chance to spend a year in person- 
ally studying the methods used by 
outstanding men in other compa- 
nies—if he could talk with leading 
sales managers about the plans and 
procedures that they find most effec- 
tive in 1938—if he could study all 
the modern gas appliances from a 
selling angle at first hand with the 
manufacturers and demonstrators— 
you could be’ pretty certain that at 
the end of that time, his sales would 
benefit in a big way from what he 
had learned. What we are trying to 
do in the course is to present pre- 
cisely that kind of boiled-down expe- 
rience so that every salesman can 
take advantage of the accumulated 
selling knowledge of the industry 
today.” 


In addition to discussions of the 
broader aspects of his job, the sales- 
man will find in the course answers 
to the down-to-the-ground questions 
in his mind. Such questions as these 
are among the hundreds dealt with: 


Which works better today, a 
service approach or a sales ap- 
proach in making the first contact 
with customers? 

What procedure should be used 
if the prospect will not give you 
a chance to sell? 

What phrases are most convinc- 
ing to customers in talking about 
CP range performance? 

What is the best method of get- 
ting the wife’s help in selling the 
husband ? 

How can comparative water- 
heating and house-heating cost es-, 
timates be dramatized for custom- 
ers? 


This course will be officially an- 
nounced to the industry early in this 
month and it is anticipated that most 
companies will actually begin using it 
by the end of the month. 
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Webster Burners 
Cover the field of 


heating installations. 


There are Webster Burners, for every type of boiler and all 
gas pressures, that will produce maximum combustion efh- 
ciency at lowest operating cost within their range and size. 


The Webster Engineering Company 
makes sixteen distinct types of burn- 
ers, with more than two hundred sizes. 


The variety of standard types and sizes of Webster Burners 
provides all the advantages of specially engineered equip- 
ment at low first cost and low installation cost. Our eng- 
neering department welcomes your boiler firing problems, 
and our recommendations are offered in return for your 
consideration of the advantages obtainable only in Webster 
Engineered Boiler Burners. Write without obligation, out- 
lining your requirements. 


THE WEBSTER ENGINEERING COMPANY 


Tulsa, Oklahoma 


Division of 


SURFACE COMBUSTION CORPORATION, TOLEDO, OHIO 
Pacific Coast Distributors 
NATURAL GAS EQUIPMENT, ING. — LOS ANGELES—SAN FRANCISCO 


F. J. Evans Engineering Co. — Birmingham Gas & Heating Specialty Co. — Dallas Mechanical Equipment Co. — Houston 
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44 99 Death Ends 66-Year Service | 
FAN 6: AIR AUTOMATIC UNIT of Edward Olsen, Indianapolis 


BK DWARD OLSEN, meter superintend- 
THE IDEAL BURNER ent of the Citizens Gas and Coke 
Utility, whose record of 66 years of 

For Jobs Having Adverse ge porece 
iia es with the Indian- 
Firing Conditions! apolis utility is 


believed to be the 
Fan-Air represents a real dis- longest in the gas 


tinct advance in gas burner jndystry, died Au- 
assemblies featuring “en- gust 20 at the age of 


trained combustion’’ com- 85. He was still ac- 


: : ‘i tive at the time of 
bined with “mechanical ne ig tat 


draft,”’ creating improved re- Born in Denmark 
sults in jobs ordinarily in 1853, Mr. Olsen 
troublesome under natural immigrated to this 


é ‘ country as a youth 
draft atmospheric operation of 19 and promptly 


and producing incandescent joptained employ- EDWARD OLSEN 
flameless combustion less ment in the remod- 

blast action or noise. Using eling of the os gas pent, = 
1875, he was assigned to reading an } 
all gases at vet tien and setting meters and in this work often 
a vacuum in the windbox traveled long distances on foot carrying 


rather than static. four meters, two on a strap which hung 
around his neck and two in his hands. | 
Worthy of your sponsorship for certain types of difficult conversions, including During his extraordinary career with 


the utility, Mr. Olsen served under five 
different managers and witnessed an in- 
conditions, improper furnace design with insufficient volume, short firing depths, crease in the number of meters served 
from 3,000 to the present 85,000. Be- 
cause of his wide experience and extreme 
consideration for the welfare of his men, 
Now Available in Capacities from 10 to 200 H. P. he was familiarly known as “Pop” to 
everyone from the general manager to 
the lowliest employe. 


Prompt Deliveries LEE t METTLER C0 Priced Moderately = 8 
- ™ LOS ANGELES, CAL. 


na Bean tin od More Than 1100 Enlist in 


A.G.A. Builders’ Contest 
IN LAN D ADJUSTABLE The Home Appliance Planning Bureau 
JOIST SUPPORT 


Scotch Marine or firebox boilers and many industrial applications having overload 


short stacks, draft deficiencies, etc. 


of the American Gas Association has 
received more than 1100 entries in the 
Builders’ Contest now being conducted 
by the bureau. 

This contest, which is part of the 
A. G. A.’s two-fold program to aid in 
stimulating the federal housing program 
and also to urge a swing toward gas 


Ends the Floor Joist Problem 


@ Eliminates header construction for unsupported joists. for domestic uses, is open to builders 
@ Provides strong, rigid reinforcement for sawed or Weakened joists. who, between July 31, 1937, and July 31, 
@ Easy to install. 1939, have completed the construction 
@ New low price, $2.00 per set. Less 50%, to trade. Liberal quantity discounts. Sar ae ae, pre Pog coma C0 
@ Write for full information today. ing, refrigeration and house heating. 


Prizes totaling $10,000 will be awarded 


INLAND MFG. CO. "Brag tinal ss cae 


= 8 : 
Mammoth Gas Well Brought 
In Near Dover, Ohio 7 


The Brendel Producing Co., Canal 

| Fulton, Ohio, brought in a new gas well 
August 31 on property of the Columbia 

Firebrick Co., near Dover. After being 


shot at noon of the first day the well 


THERMO ELECTRIC SAFETY CON. came in with a flow of 4,800,000 cu. ft. 
TROL FOR GAS BURNING 2 from a 4900 ft. level. It is reported 
APPLIANCES that gas from the new well will be sold 
at - ES . to the East Ohio Gas Co., with head- 
BOILERS * FURNACES * CONV quarters in Cleveland. | 
BURNERS * SPACE HEATERS * UNII iL = 8 
HEATERS * AIR CONDITIONERS Brannon Directs Safety 


OVENS * RANGES * WATER HEATERS 
ETC 


Henry B. Sargent, vice-president in 
charge of operations, Mississippi Power 
MILWAUKEE GAS SPECIALTY CO. . — and Light Co., has recently announced 
Sos weeecieiin a iain ee , that J. R. Brannon has been appointed 

) director of the newly created Safety 
Department of the company. 
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BATTERY OF TWO 
NO. 90-A PAYNE 
UNITS EQUIPPED 
WITH MODERN- 


Piped 


AIR CABINETS 

TO PROVIDE 

“ZONED” WINTER 
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Looking at you are two of the biggest events in home com- 
fort today . . . the new Model “A” Payne Unit Furnace 
combined with the new Payne Modernair Unit. ' 


Between them they provide year ‘round comfort . . . con- 
trolled comfort at controlled cost ... to a degree that has 

* never before been achieved. This flawless, economical 
heating and ventilating system sells satisfied, permanent 
customers for GAS. 


Write for full information on the new Payne Model “A” 
and Modernair Units. 


Floor Furnaces * Unit Furnaces * Forced Air Units * Consoles 
Winter Air Conditioning Units * Duplex-Register Furnaces 
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FURNACE & SUPPLY CO., INC. 


BEVERLY HILLS CALIFORNIA 
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Coast Counties Santa Cruz Service 


OME time ago the Coast Counties 

Gas and Electric Company decided 
to install a butane-air plant at Santa 
Cruz capable of producing a satisfac- 
tory substitute for 
natural gas in case 
of transmission in- 
terruption. As this 
plant can be con- 
sidered only as in- 
surance against 
interruption of 
transmission facili- 
ties under unusual 
conditions, it was 
deemed advisable 
to invest the mini- 
mum amount of 
money necessary in 
facilities. The equipment installed was 
of the “Inspirator Type” and repre- 
sented a considerable saving over 
either the “Volumetric Type” or the 
“Ratio Flow Type.” A schematic flow 
diagram is shown in Fig. 1. 

The apparatus included one butane 
liquid storage tank, diameter 12 ft., 
overall length 25 ft., net storage ca- 
pacity 25,000 gals; two direct-fired, 
vertical butane vaporizers; and two 
Heller Venturi throat inspirators. 


A. R. BAILEY 


@ A. R. BAILEY. Coast Counties Gas and 
Electric Co., Santa Cruz, Calif. in a 
paper, “Butane-air Standby Plant of the 
Coast Counties Gas and Electric Co. at 
Santa Cruz.” presented before the Tech- 
nical Section at the 45th Annual Con- 
vention of the Pacific Coast Gas Asso- 
ciation, Santa Barbara, Calif., Septem- 
ber 14-16, 1938.—({Abstract by GAS). 


Each inspirator has a capacity of 
42 M c.f. per hour of 1670 B.t.u. gas, 
or a total of 84 M c.f. per hour of 
1670 B.t.u. gas. This is the equivalent 
of approximately 117 M c.f. per hour 
of our regular 1200 B. t.u. natural gas. 


Operation of Equipment 


Butane liquid is drawn from the 
liquid storage tank through two 
welded 114-in. pipes to the two Heller 
“air gas” machines. Butane liquid is 
vaporized in the direct-fired heat ex- 
changers and the vapor drawn from 
the top of the vaporizers under a 
pressure of approximately 40 lbs. 
gage. Vapor is then passed through a 
regulating valve which reduces the 
vapor pressure to 10 lbs., then passed 
through a vapor reheater and deliv- 


Supplemented by Butane-air Plant 


ered to the orifice of the inspirator. 
The straight butane vapor is mixed 
with air at this point and diluted to 
approximately 1670 B.t.u.’s and forced 
into the 300 M c.f. low pressure, 
water-sealed holder. As the substitute 
gas is made directly into the low pres- 
sure holder, it will mix with natural 
gas already in the holder, provided 
gas is being continuously withdrawn 
through the holder discharge line. 
This blending will supply a mixture 
of natural gas and butane-air gas for 
some time before straight butane-air 
gas is put into the distribution 
system. 

A direct-fired type of vaporizer was 
selected over either a hot water or a 
steam vaporizer, as the installation 
of either of the latter type would have 
required a boiler, with resultant 
higher investment cost. If this plant 
weve for continuous operation, either 
a hot water or a steam vaporizer 
would have been selected. The vapor- 
izer was originally designed without 
a vapor reheater. It was found, in 
service, that when the straight butane 
vapor was reduced from 40 to 10 lbs. 
through the regulating valve, this 
expansion chilled the butane vapor to 
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such a point that it was necessary to 
re-heat the vapor before passing same 
into the inspirating tube. This diffi- 
culty had not been anticipated in the 
original design. 

As the discharge of an orifice will 
vary inversely as the specific gravity 
- of the gas, computations show that it 
would be necessary to produce a sub- 
stitute butane-air gas of 1835 B.t.u. 
to give the same heat input to burners 
as the 1200 B.t.u. natural gas; the 
1200 B.t.u. natural gas having a spe- 
cific gravity of .67 and the 1835 B.t.u. 
butane-air gas having a specific 
gravity of approximately 1.56. In 
actual burner tests it was found that 
an 1835 B.t.u. butane-air gas pro- 
duced a flame in domestic burners 
with a decided luminous tip. Trial 
runs were made with butane-air gas 
of B.t.u. values ranging from 1500 
to 1850 B.t.u. on domestic burners 
which had previously been adjusted 
for 1200 B.t.u. natural gas. As the 
result of this, it is believed that the 
optimum B.t.u. is approximately 1670. 
Butane-air gas with a lower heat con- 
tent produces a flame which will lift 
away from the burner ports, while 
butane-air gas of higher B.t.u. than 
1670 will produce flames with lumin- 
ous tips, which would be undesirable. 

Analysis of the liquid used at Santa 
Cruz is as follows: normal butane, 
87.5 per cent; iso-butane, 12.0 per 
cent; propane, 00.4 per cent; and 
other fractions, 00.1 per cent. 

As this substitute gas will not be 
used on any industrial processes re- 
quiring exact B.t.u. input, it is be- 
lieved better to obtain a “visual sub- 
stitute” in the butane-air gas, which 
will create little, if any, difference in 
the appearance of the flame. We be- 
lieve this to be wiser than attempt- 
ing to obtain an exact duplication of 
the B.t.u. input produced by burning 
natural gas. A 1670 B.t.u. butane-air 
gas has been tried in various types of 
domestic appliances, and the only dif- 
ficulty encountered has been in ovens 
which are ignited through a lighter 
tube. Where delayed ignition is ex- 
perienced unless the oven burner port 
immediately opposite the burner tube 
is reamed out. It is expected that if 
butane-air gas is used as a substitute 
over a period of long duration some 
combustion difficulties may be experi- 
enced with certain, special types of 
burning equipment. 


Looker, Oil Man, Dies 


John C. Looker, known as the “Grand 
Old Man” of the oil industry, died in 
September at his home in Bradford, Pa. 
He was 84 years of age. Mr. Looker 


had formerly been one of the largest 
crude oil producers in Pennsylvania. 


BUTANE - PROPANE NEWS 69 


Sees 


ABOVE: R. W. Thomas, Philgas, Detroit; Dr. A. 
E. MacGee, Skelly Oil Co.; Geo. W. Bach, 
Skelgas Co.: Carl E. Golden, Standard Oil of 
California; H. Emerson Thomas, Philgas, New 
York, N. Y. 


AT RIGHT: Mid-West Section Officers—Charles 
O. Russell, Thermogas Co., newly elected vice 
chairman; Kenneth W. Rugh, Philgas, Detroit, 
secretary: Kenneth R. D. Wolfe, Fisher Gov- 


ernor Co., chairman. 


L. P.G. A. Mid-West Section 
Holds Chicago Meeting 


By CRAIG ESPY Assistant Publisher, GAS 


EMBERS of the Mid-West Sec- 
tion of the Liquefied Petroleum 
Gas Association stated that their vol- 
ume of business was approximately 
26 per cent higher on the average this 
year than last in a poll conducted by 
Kenneth R. D. Wolfe, Fisher Governor 
Co., chairman of the section at the 
two day meeting of the group held in 
Chicago September 22 and 23. Twenty 
four companies were represented in 
the poll with almost 100 per cent of 
these reporting an increase in business 
for the period. Approximately 100 
delegates attended the conference. 
Two addresses on subjects of a kin- 
dred nature were featured on the pro- 
gram, one on “Securing a Larger 
Profit Return on Cylinder Investment” 
by Frank Boice, sales manager, Shel- 
lane Dept., Shell Petroleum Corp.; 
and the other on “Methods We Have 
Been and Are Using to Build Addi- 
tional Consumer Loads” by Walter 
Naumer, general manager, Pyrofax 
Division, Carbide & Carbon Chemicals 
Corp. Mr. Boice revealed facts of a 
survey made by his company to de- 
termine reasons for small turnover of 
cylinders among certain customers, 
outlining promotional efforts to alter 
the conditions. These centered around 
an educational program to encourage 
greater consumption by showing the 
conveniences of other uses of the fuel, 
the sale of additional appliances, etc. 
Walter Naumer outlined the advan- 
tages of the promotional rates insti- 
tuted by his company and explained 
their policy on passing on savings to 


users by voluntary reductions in gas 
price, this being the company’s “Dual 
Usage Rate” for cocking, automatic 
water heating, cooking and refrigera- 
tion. The company has found that a 
definite relationship exists between 
the type of appliance purchased and 
fuel consumption; that the buyer of a 
good stove will usually become a good 
gas user and conversely, that the con- 
version job produces a poorer user. As 
a result sales quotas are based on 
dollar volume of appliances and not 
upon the number of new users sold. 
The company has also found that cam- 
paigns for salesmen should be based 
on short intervals. 

In a talk “The Trends in the Indus- 
try During 1938,” R. W. Thomas, vice 
president and general manager, Phil- 
gas Dept., Phillips Petroleum Co., 
advocated that the industry not be 
concerned so much with competition 
from within as with that from with- 
out represented by the prospect’s pur- 
chase of electric services and other 
household appliances such as radios, 
washing machines, etc. 

He spoke of the economies developed 
in the transportation of the fuel, the 
simplifying and standardizing of 
equipment and appliances, new econ- 
omies in filling cylinders, better safety 
practices, the progress in selection of 
equipment tailored to the customer’s 
needs, metered gas systems, buried 
tank systems, use of butane for motor 
fuel, etc. 

National Secretary of the Associa- 
tion, Frank Fetherston, addressed the 
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Kerotest Fittings of heavy design are 
the work of master craftsmen and com- 
prise a complete line of S.A.E. flare 
crosses, tees, elbows, unions, and nuts 
for your copper tube installations of 
propane gas. 

Each one is individually inspected to 
insure smooth, finished seats and clean- 
cut threads—then individually pro- 
tected by cardboard ferrules and care- 
fully packed in strong, iron bound 
boxes,—your assurance of receiving 
them in factory-perfect condition. 
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KEROTEST MANUFACTURING COMPANY 
PITTSBURGH, PA. 


For BUTANE Gas 
You Can Rely on 


BARBER 


Appliance 


BURNERS 


5y," “ 


No. S. P.-15 Barber Burner 
with Safety Pilot 


Any gas-burning appliance can be equipped with 
a Barber Burner with special drilled jets to meet 
the requirements of Butane Servicing and 
backfiring are eliminated. There’s a proper, re- 
liable Barber unit for every size and type of 
appliance—and Barber means top efficiency. Write 
for complete literature, prices and discounts on 
the Barber line of Conversion Burners, Appliance 
Burners, Controls and Regulators. 


The Barber Gas Burner Co. 


3704 Superior Avenue Cleveland, Ohio 
rae aes ate 
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group on “Federal Wages and Hours 
Act” as it applies to the Liquefied 
Petroleum Gas Industry. 

The two noon lunches were well 
attended the first period featuring 
round table talks by Otto A. Kohl, 
Bupane Gas Co., Cedar Rapids, Iowa; 
I. L. Tucker, Rapids Gas Corp., Cedar 
Rapids, Iowa; Lee H. Barker, Wiscon- 
sin Rapids Gas Co., Wisconsin Rapids, 
Wis.; H. Emerson Thomas, Philgas, 
New York City; Charles Russell, 
Thermogas Co., Inc., Des Moines, 
Iowa; Walter F. Verkamp, The Ver- 
kamp Corp., Cincinnati, Ohio, presi- 
dent of the National Association; J. C. 
Pankow, Detroit-Michigan Stove Co., 
Detroit; Grant Fink, Servel, Inc., Chi- 
cago; A. B. Cameron, Philgas Dept., 
Phillips Petroleum Co., Detroit; E. A. 
MacGee, Skelly Oil Co., Chicago; and 
Walter Naumer, Carbide & Carbon 
Chemicals Corps., New York. 

The Standardization Committee, the 
Fuel Specification Committee and the 
Emblem Design Committee of the sec- 
tion met on the first day, bringing 
their reports later to the floor of the 
convention. 

Charles Russell, Thermogas Co., 
Inc., Des Moines, Iowa, was elected 
vice president of the Midwest section 
succeeding Howard Sweet, resigned. 
B. D. Geroy and Ben Symon served 
as program committee. 

The time and place of the Spring 
meeting of the section will be an- 
nounced later with Des Moines being 
the locale if the National Association 
meeting is held outside of the Midwest 
area. If the national meeting convenes 
in the Midwest the spring meeting of 
the section will combine with the 
larger gathering. 


Butane Storage Plant to Be 
Erected in Sunnyside, Wash. 


HE Northwestern Natural Gas Co., 

Grandview, Wash., is planning the 
erection of a $10,000 butane gas plant 
designed to increase the gas supply dur- 
ing the peak heating season in the lower 
valley in the Sunnyside area. 

Installation plans call for two fuel 
tanks, each seven ft. in diameter, 59 ft. 
in length, with a capacity of 16,600 gals. 
Construction work includes the installa- 
tion of three mixing units, each handling 
5000 cu. ft. of fuel. 

According to Earl Tinius, Northwest- 
ern Natural manager, the new plant, by 
taking care of peak needs in Sunnyside, 
will leave the flow from the natural wells 
to serve Grandview, Mabton, and Pros- 
ser, Wash. 

a= 6m 


Ferm Is District Manager 


C. W. Ferm, formerly of Aurora, IIl., 
is now acting as district manager of the 
American Gas Service Co., Lima, Ohio. 
Previous to his appointment to this po- 
sition, he was division manager of the 
Skelgas Corp. 


GAS-October 1938 


New Process Makes Gasoline 
From Hydrocarbon Gases 


A NEW process for making gasoline 
from hydrocarbon gases developed 
by the Universal Oil Products Co., Chi- 
cago, was described by Professors D. N. 
Ipatieff and A. VY. Grosse at the Sep- 
tember meeting of the American Chem- 
ical Society in Milwaukee. The new 
process, described as “catalytic polymer- 
ization” consists of combining the bu- 
tane, propane and ethane into a superior 
gasoline with an anti-knock rating of 
80. Its discoverers claim that they can, 
by this process, obtain as much gaso- 
line from 40 barrels of crude oil as is 
now being extracted from 100 barrels, 
an increase in yield of 150 per cent. 

As a by-product of the process, about 
500,000,000,000 cu. ft. of hydrogen 
would be made available for use annu- 
ally in the chemical industry or as a 
fuel gas, declared the two chemists, if 
all available hydrocarbon gases were 
treated with the new process. 

Dr. Egloff, research director of the 
Universal Oil Products Company, stated 
that when the process is universally 
applied, it will effect a saving of 625,- 
000,000 barrels of oil annually. “The 
United States has known supplies of 
15,000,000,000 barrels of oil, which can 
be extended to 45,000,000,000 by the ap- 
plication of catalytic polymerization,” 
declared Dr. Egloff. 


L.P.G.A. Southern Section 
Holds September Meeting 


HE Southern Section of the Lique- 

fied Petroleum Gas Association met 
September 26 and 27 in Little Rock, 
Ark., at the Hotel Marion. The open- 
ing event of the two-day program was 
a luncheon welcoming registrants. At 
this time Judge J. H. Carmichael of Lit- 
tle Rock, Ark., addressed the group. 

The first session, September 26, was 
opened by J. Woodward Martin whose 
subject was “Safe Use of Liquefied Pe- 
troleum Gases” which was illustrated by 
a film. Other speakers on the program 
were E. L. Mills, G. L. Brennan, M. E. 
McKay and E. J. Smith. 

Speakers for the second session were 
W. C. Buttner and F. R. Fetherston. 
Following their addresses a round table 
discussion took place on the status of 
regulations. Another feature of the 
meeting was the showing of a film by 
the Mosher Steel Co., illustrating the 
underground fuel systems. 


El Paso City Council Votes 
To Buy Local Utility 


The city council of El Paso, Texas, 
voted, September 1, in favor of making 
an offer to the Texas Cities Gas Co. for 
the purchase of its El Paso plant. The 
council will withhold making an offer, 
however, until the Texas Railroad Com- 
mission completes its survey for deter- 
mining the value of the gas company’s 
El Paso properties. 

Mayor Harlan of El Paso recently 
presented an application to PWA offi- 
cials in Fort Worth for a $2,000,000 
loan and grant to construct a munici- 
pal distribution system in the city. Ac- 
cording to PWA regulations the city 
must first make a reasonable offer for 
the existing distribution system. 
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L.P.G.A. Plans Pacific and 
Eastern Meetings This Month 


R. FETHERSTON, secretary of 
e Liquefied Petroleum Gas Associa- 
tion, has announced that the association 
will hold two meetings on the Pacific 
Coast this month. The first will take place 
October 4 at the St. Francis Hotel, San 
Francisco, Calif., and the second will 
be held October 6 at the Mayfair Hotel, 
Los Angeles, Calif. Frank Page of the 
Industrial Accident Commission will act 
as luncheon speaker at each meeting. 
The L. P. G. A. Eastern Section meet- 
ing will be held October i1, at Hotel 
Traymore, Atlantic City, N. J., co-in- 
cident with the American Gas Associa- 
tion Convention to be held in that city 
this month. In order that L. P. G. A. 
members may attend A. G. A. meetings 
held the afternoon of October 11, only 
a morning session has been scheduled 
for the Eastern Section. The program 
will include discussions on regulations, 
insurance, meters, liability for acts of 
employees, and the Wages and Hours 
Law. 
a & 


American Gas Service Co. 
Brings Gas to Resorts 


The American Gas Service Co., Lima, 
Ohio, is now supplying liquefied petro- 
leum gas to Ohio lakeside communities. 
During the past few months more than 
30 installations have been made at Rye 
Beach and 150 at Lakeside, Ohio. The 
Rye Beach franchise was granted to the 
company in July for an indefinite pe- 
riod. In Rye Beach service lines have 
been extended to cottages from the stor- 
age plant. 

The company is also serving tourist 
camps and hotels between Toledo and 
Cleveland, as well as cottages at Rug- 
gles Beach, Mitiwanga, Willow Grove, 
and Vermilion. a 


Thermogas Co. Announces 
$30,000 Expansion Program 


Rufus W. Scott, attorney and presi- 
dent and treasurer of the Thermogas 
Co., Des Moines, Iowa, has planned a re- 
organization and $30,000 expansion pro- 
gram. The expansion program includes 
equipping new stock and display rooms, 
increasing sales and warehouse space, 
and installing new machinery. Thermo- 
gas Co. buys gas produced in Oklahoma 
and compresses it for rural and sub- 
urban use in the Des Moines area. 


Industrial Gas Co. Makes 
4000 Ft. Line Replacement 


Industrial Gas Co., Newark, Ohio, has 
replaced a 4000 ft. section of eight-in. 
pipe in the North Terrace section of 
Zanesville, Ohio. Completion of the line 
was scheduled for early in September. 
The new steel line, which replaces an 
old line laid in 1922, will supply the nat- 
ural gas to the Shawnee pottery and 
American Rolling Mill plants. 


Butane Power Plant Serves 
Hobbs Gin Co., Texas 


The Hobbs Cooperative Gin Co., near 
Scurry county, Texas, has recently in- 
stalled a $4,000 butane power plant. 
The new plant eliminates the old boiler 
and steam power system. 
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give you PROVED 


HACKNEY CYLINDERS 
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ECONOMY and EFFICIENCY 


The outstanding preference for cylinders 
made by Pressed Steel Tank Company 
proves the satisfactory service which they 
are performing in the Gas industry. And the 
continued, year-after-year specification of 
Hackney products is evidence of their econ- 
omy and efficiency. 


Hackney’s more than 35 years of precision 
manufacturing experience assure uniform 
strength, capacity and weight. Absolute 


dependability is also a time-proved feature 
of the several types of Hackney containers 
made specially for the storage and trans- 
portation of Propane and Butane and Pro- 
pane-Butane mixtures. 


Be sure that you have complete informa- 
tion about standard and special Hackney 
containers. Write for full details today. 
There is no obligation. 


PRESSED STEEL TANK COMPANY 


208 S. La Salle St., Rm. 1185, Chicago 
666 Roosevelt Building, Los Angeles 


1363 Vanderbilt Concourse, New York 
1463 South 66th Street, Milwaukee 


INDUSTRIAL 
GAS BOILERS 


eo rere 34 to 10 H.P. 
Water Leg tubular...... 2 to 45 H.P. 
HE Fiueless .......... 1 to 18 H.P. 


ASME Code for 100 Ibs. S.W.P., also for higher pressures. 
Non-electric Low Water Cut-offs for all types of boilers. 


P. M. Lattner Mfg. Company 
CEDAR RAPIDS | 


IOWA 
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The Line To Better Profits 
J RASER, 


GAS HEATING 
EQUIPMENT 


pe cpt neon OT PAROS a8 


NEEDS NO BASEMENT 
Fraser Cabinet furnace— 
fan and filter equipped— 
rapid delivery of heat— 
easy installation—get extra 
business with this unit! 


ALSO— 
TUCK-A-WAY FURNACES 
BASEMENT FURNACES 
FLOOR AND WALL FURNACES 
CIRCULATING HEATERS 
FURNACE FANS AND FILTERS 
IT PAYS YOU TO SELL AND INSTALL 
THIS SUPERIOR EQUIPMENT. 


MANUFACTURED BY 


FRASER FURNACE CO. 
STOCKTON, CALIFORNIA 
DISTRIBUTORS 


H. R. BASFORD COMPANY 
425 Second St. 911 S. Grand Ave. 
San Francisco Los Angeles 


BUTANE - PROPANE NEWS: 


Shooting Flames Shed Light 
On Bot-L-Gas Activities 

FORTY-EIGHT foot model of a gas 

well derrick, with a propane flame 
spouting from its top, is the dramatic ad- 
vertising device erected by Suburban Gas 
Co. at its new Butler, N. J., substation. 
The flame, which shoots to a height of 10 
feet or more, is controlled by automati- 
cally-timed, electric ignition. The gas 
burns for six seconds and then shuts off 
for a like period. 

The brilliant flare, from its position 
alongside a main highway, every night 
from dusk until eleven attracts attention 
for a mile or more. During the six- 
second shut-off intervals floodlights il- 
luminate the derrick and adjacent bill- 
boards, and a neon border glows around 
the catwalk at the top of the tower. 

Within the base of the wooden derrick, 
on what in a real well would be the 
drilling platform, a small office has been 
built. Windows provide space for ap- 
liance displays, and an attendant on 
duty at certain periods answers questions 
and dispenses advertising matter. At 
other times the structure is explained by 
window-cards and by the signboard near 
the foot of the tower, which reads: “Na- 
tural Gas in New Jersey? Certainly— 
Suburban Bot-L-Gas. Cook—Freeze— 
Heat.” 

According to Mark Anton, general 
manager of the company and former 
president of the National Bottled Gas 
Association, this flame-gushing adver- 
tisement has proved a splendid medium 
for dramatizing Bot-L-Gas and thereby 
securing prospective customers as well 


HANDBOOK 
BUTANE-PROPANE 


SECOND 
EDITION 


GASES 


CONTENTS: Semi-Bulk Distribution: Use of Butane 
in Buses: Combination Propane Operated Utility 
Plant: Use in Internal Combustion Engines: Design 
& Installation of Storage: Supply from Petroleum 
Refineries: Engineering Data on the Lower Olefins: 
Domestic Appliance Testing and Utilization: Eco- 
nomical Comparisons with Coal, Oil, Electricity, 
Producer Gas, Manufactured Gas: Town Plants: 
Manufacture from Natural Gas: Special Uses: Vol- 
ume Correction Factors: Transportation: Use with 
other Gases: Analysis & Testing: Properties of Mix- 
tures: Bottled Gas Distribution: Bibliography: Cen- 
tral Plant Directory: Catalogue Section. 
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Postage 
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Night photo of Suburban Gas Co.'s 
Propane Flame Advertisement. 


as pest! favorable publicity in gen- 
eral. 

The Suburban Gas Co., with headquar- 
ters at Livingston, N. J., is now in its 
10th year of operation and is rapidly ex- 
tending its distribution of bottled gas in 
the New Jersey, Pennsylvania and New 
York areas. The new Butler, N. J., sub- 
station, at which the derrick is located, 
is the fourth distribution unit in the 
Suburban chain. 

“Bot-L-Gas,” the new trade-name for 
the company’s product, replaces the 
former, less descriptive name of “Sub- 
urban Gas.” 7 

a 6 
Work on Lake Mills, Iowa, 
System Is Started 


The Northern Natural Gas Construc- 
tion Co. started work on the construc- 
tion of a natural gas distribution sys- 
tem in Lake Mills, Iowa, on September 
7. According to an announcement by 
the Northern Co., construction was to 
have been completed in three weeks 
from the starting date. 

Peoples Natural Gas Co. will distrib- 
ute gas in Lake Mills. The local office 
will be under the direction of Clarence 
F. Fletcher. 


American Meter Company 
Issues Annual Calendar 


Following its regular custom, the 
American Meter Co. has issued an an- 
nual calendar beginning with the month 
of September. 

Each month’s sheet is illustrated by 
an industrial photograph, and gives the 
current and following months. 

The calendar was designed and pro- 
duced by George E. Hatch, advertising 
counsel for American Meter Co. 
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ROPER INVADES 
LOW PRICE FIELD 


1939 MODELS Now Ready! 


@ The Profit horizon widens for 
ROPER dealers with the introduc- 
tion of three distinctive low-priced 
ranges for 1939. Typical of tradi- 
tional ROPER value, these three 
gas ranges are the most rigidly 
constructed in the field, and 
include a brilliant array of out- 
:  . < standing features. The handsome 
f 4 NN styling of these gas ranges is 
. ) matched only by their superla- 
. tive performance 
> ... they are the 
939 Vanguard 
of Value! 
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WAREHOUSES 


Chicago: 343 South Dearborn Street —Atianta: 901 William Oliver Bidg.— Los Angeles: 2481 Porter Street USE ROPER SALES 
San Francisco, Dallas, Kansas City, Milwaukee, Newark, Boston, Washington, Cleveland, Philadelphia, Roanoke PROMOTION PLANS 


INCLUDING BOTTLED GAS 


ROPER RANGES ARE IDEAL FOR USE WITH ANY TYPE OF GAS, 
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An external view of the new building of the Mellon Institute in Pittsburgh. 


Pittsburgh Equitable Co. Establishes 
Fellowship at Mellon Institute 


R. E. R. WEIDLEIN, director of 
Mellon Institute, Pittsburgh, Pa., 
has announced the establishment of an 
Industrial Fellowship on meter tech- 
nology by the Pittsburgh Equitable 
Meter Co. 
Among the first projects to be in- 
vestigated is the development of a 


THAT ARE 


G-101—Fliathead 
Special 


a RLAtewu COMP AN® 


STANDARD PRUDUGTS 


2409-15 Westmoreland St. 


satisfactory substitute for the present 
leather diaphragms used in gas meters. 
Modern research developments have 
led to the production of synthetic 
resins of a wide variety of useful 
properties which are to be considered 
for application to this problem. The 
gas industry itself might be called 
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WRITE FOR ATTRACTIVE DEALER PROPOSITION 


ELECTROGAS FURNACE CO. 


FURNACES 
BLOWERS 
P31.5 RO 
WASHERS 


2575 BAYSHORE BLVD. 
SAN FRANCISCO, CALIF. 
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upon to supply the raw products from 
which to manufacture materials of 
construction for its meters. 

Dr. R. L. Wakeman, an authority 
on synthetic resins and plastics, is to 
be the incumbent of this Fellowship. 
He was trained at Massachusetts In- 
stitute of Technology, from which 
institution he received the degree of 
Ph.D. in 1930. After two years of 
post-doctorate study at Paris and 
Zurich he held a position in industry 
until he joined the research staff of 
the Institute in 1935. 

In commenting on the Meter Fel- 
lowship, Colonel W. F. Rockwell, presi- 
dent of the Pittsburgh Equitable 
Meter Co., stated that “‘a very great 
part of the rapid progress in industry 
of today has been the result of the 
close link between science and tech- 
nology. We have always main- 
tained and will continue to maintain 
completely equipped and staffed chem- 
ical and physical laboratories which 
are constantly searching for better 
metering methods and materials.” 

At the present time Horace Chris- 
man, who has been with the company 
over 50 years, has a number of new 
meter developments ready for appli- 
cation. 
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Fred Winslow Is Speaker 
At S.C.M.A. Meeting 


“Field Proving of Displacement Me- 
ters,” was the featured topic presented 
before the regular monthly meeting of 
the Southern California Meter Associa- 
tion held in Huntington Park, September 
22. Fred Winslow, superintendent of 
meter shops for the Southern Counties 
Gas Co., Los Angeles, was the speaker. 
George Forster, vice president of the 
association, presided. 

Deke Houlgate, American Gas Asso- 
ciation representative in Hollywood and 
a nationally known authority on foot- 
ball, presented a review of the major 
football teams throughout the country. 
Mr. Houlgate was presented through the 
courtesy of O. W. Muff of the Commer- 
cial Iron Works, Los Angeles. 


J. W. West Succeeds Quinlan 
As A.G.A. Bureau Director 


Following the resignation of John F. 
Quinlan as director of the American Gas 
Association’s Home Appliance Planning 
Bureau, October 1, the activities of this 
Bureau have been assigned to the Com- 
mercial Section. J. W. West, Jr. has 
been appointed Director of the Bureau 
and will continue as secretary of the 
Commercial Section, with F. W. Wil- 
liams as assistant to director of the 
Home Appliance Planning Bureau. 


J. P. Jones Has Managership 


John Paul Jones has been appointed 
manager of the Quackenbush Gas Co., 
Drumright, Okla. He replaces C. L. 
Quackenbush, who had been acting as 
manager prior to Mr. Jones appointment. 
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FALL DRIVE ON GAS RANGES 


WHAT a host of features are included in this 1938 Fall 
Gas Range Campaign! Listen — 


P.G. and E. will contribute two large newspaper ad- 
vertisements to run on or about October 5 and 10. 
These will be supplemented in exclusive-gas territory 
with outdoor posterboards, truck signs and colorful gas 
range stickers on company bills. 


In addition, the Gas Appliance Society will provide 
radio spots, movie slides, contest prizes for best ad, best 
window, etc., publicity and mat service to dealers and 
newspapers. "Save $10" coupons and books containing 
recipes and information on low temperature cooking. 
The coupons and recipe books will be supplied at cost; 
the rest will be free. 


If you sell gas ranges this is YOUR campaign. See your 
G.A.S. official bulletin for full details. 
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CLIMAX Blue Streak Engine 


equipped with ENSIGN Combi- 
nation Gas and Gasoline Carbu- 
retor. 


Climax Engines for Oil Field Service are famous 
for ruggedness of design, accessibility and 
dependability. Climax, like more than ninety 
per cent of the leading engine manufacturers, 
standardizes on ENSIGN Carburetor Equipment. 
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ooo MEN IN THE 
MAJOR LEAGUES 


Those men every community regards as 
leaders ... in turn demand similar superior 
performance. In Chicago these men find at 
The Stevens the atmosphere ... the comfort 
they demand of a hotel. That's the reason 
they call The Stevens, “America’s Grand 
Hotel.” Their strongest endorsements are 
their repeated autographs on our register. 

OTTO K.EITEL, Managing Director 
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300 Rooms with Bath 
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“Gas Marches On” Is A.G.A. 
Annual Convention Theme 


(Continued from Page 21) 


tertainment program will be the ap- 
pearance of Jessica Dragonette, 
known for some time as “queen of 
radio,” who appeared before the 1934 
A. G. A. convention in Atlantic City. 
Joseph: Dunninger, sponsored by the 
National Broadcasting Co., master 
mind of mental mystery, will give 
mind reading demonstrations for the 
benefit of convention delegates. 

One of the entertainment high- 
lights will be a President’s Dance the 
evening of October 11, to be held at 
the Hotel Traymore. A ladies Bridge 
Tea will take place October 12. 

Coincident with the A. G. A. Con- 
vention, the Association of Gas Ap- 
pliance and Equipment Manufactur- 
ers will hold its third annual meet- 
ing in Atlantic City on October 10 
(see page 53 of this issue), at which 
time members of the A. G. A. E. M. 
may be present at A. G. A. section 
meetings. The Liquefied Petroleum 
Gas Association will also conduct an 
Eastern Section meeting (see page 
71 of this issue) in the convention 
city to facilitate the presence of mem- 
bers at meetings of both organiza- 


tions. 
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A. G. A. E. M. Issues CP 
Bridge Score Book 


The Association of Gas Appliance and 
Equipment Manufacturers has recently 
announced a new CP range promotion 
medium now available in the form of a 
CP Bridge Score Book. The score books 
are designed for utility and dealer use 
as bill enclosures, in window displays, 
as door-openers for salesmen, or distri- 
bution to women’s clubs, bridge clubs, or 
town and country clubs. 

The new score book includes mention 
of all the special features of CP ranges 
as well as the necessary scoring informa- 
tion and score blanks. 


Eaves Succeeds Montrief 
With Ward Heater Co. 


R. G. Logue, vice-president and gen- 
eral manager of the Ward Heater Co., 
Los Angeles, Calif., has announced that 
Richard Montrief, formerly of the com- 
pany’s engineering department, has re- 
signed to enter business for himself. Mr. 
Montrief’s position has been taken over 
by James E. Eaves, heating and ventilat- 
ing engineer. Mr. Montrief will be lo- 
cated in Fort Worth, Texas, where he 
will act as a Ward dealer. 


= & 
Lea Has Atlanta Promotion 


J. W. Lea has recently been appointed 
commercial manager for Atlanta Gas 
Light Co., Ga. Mr. Lea had for several 
years held the position of assistant com- 
meeretat manager for Atlanta. 
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3 P.C.G.A. 
Orman R. McKee, President 
Clifford Johnstone, Managing Dir. 


Gas EQUIPMENT 
WORLD -FAMED 
NAME / 
A 


HELPS peRPETUATE 


~~ COMMITTEE 
A. C. Joy (Chairman), P.G. & E. 
Fas Spaulding, So. Calif. Gas Co. 
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WAGON- 
WHEEL 


GAS EQUIPPED FOR FAST TURNOVER 


The famous Wagon Wheel Cafe (Redondo Beach, Calif.) 
enjoys enviable “turnover” through large daily volume 
of new and repeat trade. 4 Owner B. J. Griffith and 
Chef Harry Crouch give liberal credit to their modern, 
all-gas kitchen. & “The heat-controlied gas ovens,” 
says Crouch, “enable us to produce dishes of just the 
rght finished quality, thanks to the unvarying, evenly 
distributed heat of clean gas fuel. The speed of gas 
makes for prompt service to patrons.” « Your Gas 
Company's staff includes specialists in commer- 
cial cooking. Consult them for free information. 
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P.C. G. A’s 45th Convention 


(Continued from Page 32) 


outside as to how to act, nor does he 

have to delay in deciding what to do 

while awaiting orders from above.” 
» * © 

The annual golf tournament at- 
tracted 65 entries, the largest field 
in many years. Technical Section 
Chairman A. B. Allyne tied for low 
net and was awarded permanent pos- 
session of the Babcock-Pedersen-Bas- 
ford Trophy, having won the cup in 
1934 and 1936. Russ Nance of Coast 
Counties Gas and Electric Co. pro- 
duced the tying low net score and 
received a full leather zipper bag. 

W. J. Bailey, Jr., Day and Night 
Water Heater Co., Monrovia, took 
the low gross prize with a 75. 

Flight winners were George H. 
Finley, Pacific Coast Publishing Co., 
Santa Barbara (Formerly Editor of 
GAS); H. N. Ramsey, president, 
Welsbach Co.; and H. M. O’Haver, 
Southern California Gas Co. Fred F. 
Doyle, Pacific Gas and Electric Co., 
won the Blind Bogey and eight golf 
balls. J. B. Seem, Day and Night 
Water Heater, and D. F. Holdeman 
placed second and third. 


Busiest men at the convention, 


every morning at least, were Otto 
Mauthe, Homer Laughlin, Jr., and 
J. T. Van Rensselaer, who were re- 
sponsible for the Convention news- 


paper. 
a c e 


Many delegates were happy for the 
opportunity of viewing or reviewing 
the motion picture, “White Banners,” 
which was presented on Wednesday 
evening. 

* e * 


The P. C. G. A.’s first annual Skeet 
Tournament got under way on Satur- 
day morning, with two competing 
teams. Charles Grunsky and C. L. 
Kirksey, Coast Counties Gas and Elec- 
tric Co., beside representing their 
company, instigated the whole affair. 
S. 8S. Donaldson, Edgar de Remer 
and T. G. Wallace shot it out for 
Southern Cal. Gas Co. Mr. Kirksey 
proved to be the dead eye of the crowd 
with 42 out of 50, to help his team win 
the perpetual team trophy donated 
by H. R. Basford. Next year’s com- 
mittee consisted of Ed de Remer and 
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C. L. Kirksey, and the boys are look- 
ing forward to a bang up affair in 
San Francisco next September. 

6 s e 


R. G. Logue presided over the Manu- 
facturers’ Section meeting on Friday 
afternoon in the absence of Chairman 
C. R. Graham. Much discussion fol- 
lowed the pertinent remarks of 
Messrs. H. N. Ramsey, R. E. Fisher, 
and W. M. Jacobs. Mr. Logue, Ward 
Heater vice president, and W. R. 
Smith, Continental Water Heater Co., 
will head the Section next year as 
Chairman and Vice-chairman respec- 
tively. 

& a e 

President N. R. McKee accom- 
plished one thing that his prede- 
cessors have long been yearning to 
do. At the annual banquet he trans- 
ferred the presidential pin from his 
own lapel to that of Mr. Farrar’s in 
record time (approximately two min- 
utes). Mr. McKee admitted practic- 
ing throughout the year. 
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Theme of the 1939 Convention will 
be “Gas on Parade.” 
* 3 * 


The P. C. G. A.’s 45th Annual Con- 
vention came to an end with the An- 
nual Banquet and Dance in a setting 
made most romantic through the oc- 
currence of a spectacular electrical 
storm over the Pacific. Thunder 
roared and lightning flashed, illumi- 
nating the grand ball room as the 
delegates danced the convention to a 


close. 
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Gas-Fired Burners Help 
To Asphalt Pipe 


The Penn Metal Co., Philadelphia, 
manufacturers of corrugated culvert 
pipe, now cover the bottom inside runner 
of their pipe with asphaltic padding to 
prevent abrasion by small stones. This 
pad is fused on to the inside bottom 
of the pipe by the application of external 
heat, in such quantities that the galvan- 
ized surface of the pipe will not be de- 
stroyed. Upon the advice of the indus- 
trial division of The Philadelphia Gas 
Works Co., the Penn Metal Co. fires 
beneath the pipe with two rows of drilled 
pipe burners, 20 ft. long, equipped with 
venturi air mixers and burning a total 
of 1200 c.f.h. ~~ 


Bristol Municipal Buildings 
To Use Natural Gas For Heat 


The city council of Bristol, Tenn., has 
voted to give natural gas a trial as a 
heating agency for the court house, jail, 
and fire hall in Virginia Bristol. Accord- 
ing to P. A. Goodwyn, City Manager, the 
cost for installing gas heating equip- 
ment in the buildings will be $500. 

The first buildings to utilize the nat- 
ural gas which is being piped to Bristol 
from gas fields in Scott county were 
Virginia Intermont and Sullins colleges. 
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HUMPHREY 


GAS UNIT HEATERS 


New 1938 Models Have Every Feature of Design and Operation 
That Widens the Market and Makes Sales Easier 
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Everything that increases buying interest and lowers 
sales resistance has been provided for you this year 
in Humphrey Gas Unit Heaters. They're most modern 
in design and finish. They're built up to 30% more 
compact. The new Forced Air Combustion Burner, 
Thermolectric Pilot Control, and Humphrey-Baso 
Combination Gas Valve minimize service needs and 
provide positive safety controls that have great influ- 
ence on buyers. Send for the new portfolio which in- 
cludes field-proved suggestions on how to sell the load 
building Humphrey Forced Circulation Heating 
Equipment. 


GENERAL GAS LIGHT COMPANY 


KALAMAZOO, MICHIGAN 


23 Warren St.. NEW YORK CITY 2nd Unit Santa Fe Bldg... DALLAS 475 Eleventh St.. SAN FRANCISCO 


Dig Your Next Jrench Job 
with 
“CLEVELANDS” 


YOU SAVE MORE 
Bocause 
YOU DO MORE 


Your next job may be a gruelling main line trench through rough, 
stony country, in loose sand or sticky gumbo, or it may be a 
distribution trench in the close confined areas of city or suburbs 
where you are beset by many obstacles, such as vehicular traffic, 
curbs, poles, trees, shrubbery, fences, conduits, cables, fine lawns, 
sidewalks, etc. 

No matter where the work or what the conditions, you'll find Clevelands will deliver maximum performance for they are built to meet today's 
conditions. Available in several models including the now famous Baby Digger. 

From their husky Diesel or Gasoline powered engine, to the improved high capacity digging wheel, you'll find toughness, freedom from 
friction and protection against wear, to an unrivalled degree, in these compact, flexible, mobile Cleveland Trenchers. They are strong and 
dependable with a notable lack of deadweight and unnecessary bulk. 


Trailer Transportation 
at Truck Speed 


Let us demonstrate and prove to you on your next job, without 
obligation, that you'll save more and do more with Clevelands. 


Write today. 


THE CLEVELAND TRENCHER COMPANY 
“Pioneer of the Small Trencher”’ 


20100 St. Clair Ave. Cleveland, Ohio 
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In Los Angeles 
it's the 


555 IGHT down- 
Rooms-Baths town in the 
center of things. 
Easy chairs, sleep- 
inspiring beds, large 
rooms with luxurious 


fittings. 
Famous for 
Good Food 
ieee ian P. G. B. MORRISS 
to Coast Manager 
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Norton-McMurray Introduces 
New Gas Service Fittings 


HE Norton-McMurray Manufactur- 

ing Co., Chicago, IIl., has introduced 
their Normac line of couplings, service 
tees, and service ells for gas distribution 
work. Sizes ranging from % in. to two 
in. are available. 

Production of a new line of meter bars 
with coupling outlet at the service and 
house pipe connections has recently been 
started by the company, as well as a 
complete line of adapters for use with 
5% in. O.D. copper or aluminum tubing 
for stove connections. 

Features claimed by the manufactur- 
ers for the Normac line of couplings and 
fittings include ease of installation with- 
out disassembling; retainer washers on 
the gaskets made of steel with a snap 
fit on the rubber; metal thickness 
slightly above the nominal wall thick- 
ness; rubbers more than meet the most 
exacting specifications of oil resistance 
and rubber flow; clearance at gasket tip 
reduced to a minimum; and full coupling 
depth offered in = — 


Cities Service Gas to Serve 
Power Plant in Lawrence 


The Cities Service Gas Co., Bartles- 
ville, Okla., is planning to start con- 
struction soon of approximately 5.3 
miles of 8-in. and 500 ft. of 12-in. line 
to serve the new Kansas Electric Power 
Co. plant at Lawrence, Kan. The exten- 
sion will be made from the Cities Serv- 
ice 16-in. Topeka line. The initial gen- 
erating capacity will be 10,000 kw. 


U. S. SUPER de LAVAUD 
CAST IRON PIPE 


“Cast without chill in ‘a metal mold” 


U. S. PIPE AND FOUNDRY COMPANY 
Burlington, N. J. 


MUELLE 


MUELLER CO.. 


D« carur & Cha 


GAS DISTRIBUTION 


EQUIPMENT 


Los Angeles, Calif. 
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Looking upstream at relocation point 
of Stanpac line. 


Replacement of P. G. and E. 
Lines Rushed to Completion 


ACIFIC Gas and Electric Co., San 

Francisco, Calif., is rushing work 
ahead on replacement of its main gas 
transmission lines from Kettleman Hills 
north at three locations where the lines 
were washed out in last winter’s great 
floods. Work will be completed before 
the rainy season starts. 

Nine miles north of Kettleman Hills 
both the Pacific Gas and Electric Co. 
and Stanpac lines at Arroyo Pasajero 
were washed out. The lines were orig- 
inally two ft. underground, but after 
the floods they were two ft. above the 
bottom of the creek. 

The new lines are being installed sev- 
eral feet lower than the original ones. 
The old lines are being removed entirely 
for a distance of about 1000 ft. 

The company has already completed 
similar work at Panoche Creek on the 
P.G. and E. lines, and is planning to 
lower the Stanpac line at Panoche Creek. 
On the bay line similar work is being 
carried forward. 

ie | 


New Gas Measurement Basis 


Suggested by West Virginia 


H. J. Wagner, engineer for the West 
Virginia Public Service Commission, re- 
cently presented a report, in support of 
a previous suggestion by commission, 
recommending that a method of deter- 
mining the heating unit value of natural 
gas be written into regulations. 

The commission suggested that nat- 
ural gas, now sold by West Virginia 
companies by the Mc.f., be measured 
on a B.t.u. basis. In order that state 
firms might study the report, the com- 
mission recessed a hearing on the mat- 
ter until September 27. 


= & 
Buelow Appointed San Angelo 
Manager for Community Co. 


E. L. Buelow, formerly El Paso office 
manager of the Texas Cities Gas Co., 
Dallas, has been promoted to San Angelo 
manager of the Community Natural Gas 
Co. of Dallas, according to a recent an- 
nouncement by R. §S. Reading, Texas 
Cities manager. Mr. Buelow will be in 
charge of the entire San Angelo district. 

O. B. Custer, who was secretary and 
treasurer of the Northwest Cities Gas 
Co., Walla Walla, Wash., will succeed 
Mr. Buelow as the El Paso manager for 
Texas Cities. 
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Use the Greenlee HYDRAULIC PIPE PUSHER 
and Leave Lawns and Pavements Undisturbed 


. The idea of pushing pipe under lawns and pavements, instead of 

tearing them up by trenching, isn't a new idea. But it remained 

° for Greenlee to develop a compact, easily-operated pusher that 

Pushes Pipe would permit one man to send pipe where it is wanted, simply by 


pumping one or two levers. 


FASTER... EASIER SO eachiae cnsstte of 0 badendlis walt which operates an.0 satehed 


steel base. Pumping the levers sets up a pressure within two 
oil cylinders, causing the body of the tool to move forward against 
CHEAPER the pipe clamp. This arrangement provides for a push of from 
four to seven feet, depending on the length of base used, with but 
one setting of the pipe clamp. When the unit reaches the end of 


the base, it is moved back to the opposite end, and the clamp is 
reset. 


The Greenlee Pusher has capacity for 
pipe up to 4-inch, is provided with 
eight speeds and will exert a pressure 

of 40,000 pounds on the pipe clamp. 


WRITE NOW 
for 
ce ak cae wane coma cee oe COMPLETE 
pumping the handles. DETAILS 


THESE HIOTZONE neaters 


enable you to get an increas- 
ed share of the desirable 
domestic water heating load 


|. HOTZONE STORAGE HEATERS permit 
you to offer the most modern automatic hot 
water service at lowest cost. They make the 
ideal installation for new, modernized and 
old homes. 


2. HOTZONE CONVERSION HEATERS 
make it possible for every low-income home 
on your mains to afford full automatic hot 


Hotzone Conversion 


water service. Most storage tanks now in Woliee Manter 
service can be insulated at small cost and 

equipped with this efficient unit for com- 

pletely automatic gas hot water service. 


Hotzone Storage 


Heater Welsbach Company 


Gloucester City, N. J.—Branches—Chicago, San Francisco 
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Barber Burner set at smallest diameter. 


Barber Brings Out Flexible 
Round Conversion Burners 


The Barber Gas Burner Co., Cleve: 
land, Ohio, pioneers in the development 
of gas conversion burners, now an- 
nounces new round burner assemblies 
for all furnaces and boilers. These new 
units are built on the Barber “expan- 
sion principle,” and eight sizes of mod- 
els provide a sufficient range of flexi- 
bility in diameter to fit properly and 
accurately any round furnace or boiler. 
Adjustments are made at installation. 

To illustrate this point, the No. 324 
round burner shown above is adjustable 
in diameter to fit grate dimensions from 
18 in. to 20% in. 


For most round boilers, burners are 
furnished with standard short nipples. 
For boilers having no clinker door, and 
for round furnaces, longer vertical nip- 
ples are included with the shipment. 
This choice of nipples enables the dealer 
to keep in stock assemblies which fit a 
wide range of both furnaces and boilers. 
A little trimming of the baffle plates to 
fit adjusted burner diameter is also nec- 


Burner assembly spread to maximum. 


essary. Baffles are supplied to fit the 
maximum spread of the burner. Spe- 
cial span flame jets are also furnished 
which, when inserted, correctly adjust 
the position of the flame itself in the 
expanded burner. 

Models are shown in the new Barber 
Catalog 38, which may be obtained from 
the Barber Gas Burner Co., 3704 Supe- 
rior Ave., Cleveland, Ohio. 2 


Johnson No. 502 Soldering Furnace 


Heats Powerfully. Quickly. 
Economically 


To heat soldering coppers up to 1!2 Ibs. per pair, 
and in addition do excellent heat treatment of small 
carbon steel tools and. metal parts, use this strong 
efficient furnace. You get intense uniform heat with- 
out the expense of blower or forced air blast, be- 
cause of the two Patented JOHNSON Direct Jet 
Bunsen Burners. The base of the firebox is lined with 
firebrick. A curved hood forces return heat over the 
work, or may be instantly removed. Each burner has 
a shut-off valve and pilot light. Write for free 
catalog now. 
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PORCELAIN ENAMEL INSTITUTE, 1nc 


» NORTH MICHIGAN AVENUE 


sales manual on Porcelain Enamel. 


e CHICAGO 


Please send me, absolutely free, a copy of 
your new,. easy-reading, profusely illustrated 


Address 
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77 All-Gas Homes To Be 
Built in New York Suburb 


HE rising tide of four-way gas 

service in modern homes is well 
exemplified in the new Westminster 
Ridge development in White Plains, New 
York, where 77 completely gas-equipped 
low-cost homes are planned. About half 
of these houses are already completed. 

The tract which is being developed by 
County Homes Corp., with Lee Perry as 
president and architect, is strictly a 
planned community, of the type which 
caused much favorable comment in the 
American Gas Association’s recent archi- 
tectural competition. A small lake and 
playground are included in the tract. 
Streets are broad, and laid out in sweep- 
ing curves adapted to the terrain, rather 
than in square blocks, thus making for 
attractive vistas. 

Of particular interest to utility men 
is the strong tie-up with gas in Mr. 
Perry’s promotional scheme. Each home 
is equipped with an automatic gas water 
heater and gas fired house heating unit 
included in the purchase price of the 
home. 

Facilities are available for the im- 
mediate installation of a gas range and 
gas refrigerator. Cooperating with the 
American Gas Association’s Home Ap- 
pliance Planning Bureau, a large promi- 
nently placed sign proclaims the fact 
that the houses are American Gas Asso- 
ciation All-Gas Homes. In keeping with 
the Association’s demonstration pro- 
gram, two of the Westminster Ridge 
houses were opened for demonstration 
during the period of September 15-29. 
Specially prepared literature was placed 
in these houses, describing the advan- 
tages of this type of home equipment. 


Tombstone and Benson Gas 
Systems Construction Begun 


Construction is under way at present 
on the new natural gas systems serving 
Tombstone and Benson, Ariz. Work on 
the two projects was scheduled to com- 
mence on or before September 27, to be 
finished within six months from the 
starting date, according to John F. Ross, 
city attorney for Tombstone. 

The El Paso Natural Gas Co., Texas, 
will supply gas to the two communities 
from the company line passing within 
one and a half miles of Tombstone and 
approximately four miles from Benson. 
The gas furnished by the El Paso com- 
pany originates in New Mexico fields. 
In Tombstone 106 meters will be served 
and 120 in Benson. 

The two systems are being financed 
by PWA funds. The Tombstone system 
will cost approximately $26,000, while 
$35,000 will be expended for the Benson 
system. The outright government grant 
to Benson will be $15,000. 


General Controls Opens 
New Office in Detroit 


Expanding its service and sales facili- 
ties, General Controls Co. has opened a 
new division office in Detroit, located at 
6432 Cass Ave. A. F. Read, graduate 
engineer, will be in charge of the new 
office. The company manufactures a com- 
plete line of electrical control instru- 
ments, including thermostats, magnetic 
valves and heater controls. 
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SHOWMANSHIP” 


BACKED BY COOD SOUND 
HUMPHREY RADIANTPIRE 


VALUES 


"Builds Quick And 


GAS LOADS" 


No. 406 


PERMANENT 


No. 405 


Appealing modern designs . . . prices that lower sales re- 
sistance . . . attention-winning newspaper mats . . . an easy- 
reading employee education manual . .. proven sales promotion 
ideas to put showmanship in your campaigning—all these in- 
gredients for successful load building are packed in the 
Humphrey Radiantfire "sales kit’ for 1938. Make this your 
biggest radiant heater year. Send for Radiantfire Catalog and 
Merchandising Portfolio today. 


GENERAL GAS LIGHT COMPANY 


23 Warren St.,. NEW YORK CITY 


KALAMAZOO, MICHIGAN 


2nd Unit Santa Fe Bldg., DALLAS 


475 Eleventh St.. SAN FRANCISCO 
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LOAD-BUILDING DRIVES BRING RESULTS 


Crane-Basmor Gas-Fired Warm Air 
Conditioners provide complete win- 
ter air conditioning. 


Crane-Basmor Gas-Fired Boilers for 
steam, hot water, or vapor heating 
—for large volume water heating. 


WITH CRANE GAS HEATING 


HE success of load-building drives can 

only be measured by customer satis- 
faction. That’s why results are assured 
with Crane Complete Gas Heating equip- 
ment. Here are products with important 
engineering and styling advantages in 
every detail—built to give lasting service. 
Their Basmor “butterfly” burner design 
that assures proper combustion, and long 
flue-travel construction that extracts more 
Btu’s from heating gases, permit extraor- 
dinary claims of economical and efficient 
operation. 


You'll find more interested prospects 
when you propose Crane-Equipment— 
because it is backed by a name known far 


CRANE -::..: 


and wide for the finest quality and crafts- 
manship in domestic and industrial service 
appliances. Consider, too, the all-impor- 
tant features of Crane co-operation. Con- 
sistent, aggressive, and far-reaching pro- 
motion is directed into every field you 
serve. Crane distribution places stocks in 
strategic locations throughout the coun- 
try—immediately available through plumb- 
ing and heating contractors everywhere. 


If you wish to make greater strides 
in load-building programs, investigate 
Crane Gas Heating—and the distinct sales 
advantages of Crane prestige . . . Cco- 
operation .. . distribution. Communicate 
with the nearest Crane branch. 


FITTINGS 
PLUMBING 
PUMPS 


VALVES 


CRANE CO., GENERAL OFFICES: 836 SOUTH MICHIGAN AVENUE, CHICAGO, ILLINOIS 


NATION-WIDE SERVICE THROUGH BRANCHES, WHOLESALERS, PLUMBING AND HEATING CONTRACTORS 
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Decision Reversed on P.G.& E. 
Refund Case By State Court 


ee Supreme Court of the State of 
California has rendered a judgment 
reversing its previous decision, to the 
effect that the $7,000,000 inmipounded b 

Pacific Gas and Electric Co. as a result 


of the Railroad Commission gas rate de-. 


cision in the 1934 case must be refunded 
to customers. 

When the decision was first handed 
down by the Supreme Court, the com- 
pany went into court claiming the re- 
duction was excessive and therefore, 
under the constitution, constituted vir- 
tual confiscation of property. The case 
was appealed by the City of San Fran- 
cisco to the U. S. Supreme Court, which 
handed it back for rehearing on the con- 
tention that no proof of confiscatory 
action had been introduced. 


Immediately after the California Su- 


GEORGE A. BURRELL 


Petroleum and Gas 
Engineer 
: Design—Construction—Reports 
2 


Suite 2900 
50 Broadway 
New York City 


1936-42 5th Avenue 
Pittsburgh, Pa. 


preme Court had ruled that the original 
cut of $2,000,000 a year ordered by the 
Railroad Commission should not be 
made, Pacific Gas and Electric Co. made 
a voluntary reduction in rates of 
$2,500,000. 


Bureau of Mines Announces 
1938 Minerals Yearbook 


‘TH Bureau of Mines of United 


States Department of the Interior 


has announc the publication of the 


» Minerals Yearbook 1938, compiled under 


the supervision of H. Herbert Hughes, of 
the bureau’s economics and statistics 
branch. The new book is composed of 
70 chapters divided into four general 
parts: Survey of the mineral industries; 
Metals; Nonmetals; and Mine safety. 


Included in Part III, covering non- 
metals, is a chapter on natural gas by 
F. S. Lott and G. R. Hopkins. This 
chapter includes a summary of natural 
gas statistics from 1932 to 1937, as well 
as a review of field developments by 
states and pipe line developments. Copies 
are available from the Superintendent of 
Public Documents, Washington, D. C. 
The price is $2.00 per copy. 


FOR SALE—4 FRIALATORS WITH BASKETS 
suitable for any type of oil roasting or deep fat frying. 

Two large Sellers frialators—6 ft. long by 30” 
wide. Heat input 384,000 B.t.u. per hour. Automatic 


> input 110,000 B.t.u. per hour. 
Automatic heat control. Used only six months. Con- 


for oil roasting equipment. ase communicate. 
SOY BEAN PRODUCTS CO., CHICAGO, ILLINOIS 


Homestead” Woodfires” 
and 
“Coalfires” 


are the most interesting type of Gas Fire- 
place Heaters to your customers. 

They are Fires for Fireplaces—not justi 
heating stoves. 

Model pictured is the No. 08 Oak Wood- 
fire used with the customer's Andirons and 
Fireplace Equipment. 

Send for catalog and get Floor and 
Window Displays set right now. 

This is the season. 


Homestead Heater Co., Inc. 
Selvage St. Newark, N.J. 


HEATS ® VENTILATES ® FILTERS © CIRCULATES © HUMIDIFIES 


630, 
B.t.u. Input 


Enter the air conditioning race with 
RACE. Increased customer good-will, 
minimum service requirements and 
profits the year round will make YOU 
—THE WINNER! 


DISTRIBUTORS—DEALERS. Wire or 
Write for Territories, Discounts, De- 
tails. 


ROYAL AIR CONDITIONING EQUIPMENT CO. 


1900 N. ALAMEDA BLVD. 


COMPTON, CALIFORNIA 
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Magic Chef Model No. 620 and 190 in 
, battery. 


Am. Stove Co. Announces 
New Restaurant Range Line 


American Stove Co., makers of Magic 
Chef gas cooking equipment, has just 
announced a new, complete line of res- 
taurant gas ranges suitable for restau- 
rants, clubs, and institutions. These 
new Magic Chefs are moderately priced 
and have a capacity for a great volume 
of food within a compact space. 

Custom cooking tops are inhterchange- 
able. All grates in combination or with 
polished fry plates and griddle top are 
available. New Hi-Lo valves with “Ever- 
cool” handles control the round non- 
clog Magic Chef giant top burners. A 
slide out pan underneath catches spill- 
ings. A separate one-piece top front 
cover, no joints, protects cooks against 
burning, and does not tear clothing. 

The oven has high-speed heats to 500° 
in 18 minutes. Heavy, non-sag insula- 
tion keeps kitchens cool, reduces fuel 
costs. The Red Wheel Oven Regulator 
guards baking and roasting. Low tem- 
peratures can be maintained in the oven 
with the new cross-fire oven burner. 


The griddle and broiler unit is heated 
by radiant, bar-type, individually con- 
trolled burt.ers. 


Brownwood, Texas, Contracts 
For Municipal Gas Supply 


The City of Brownwood, Texas, has 
contracted with W. W. Lininger for the 
purchase of 40 per cent of the natural 
gas supply for the city’s municipal dis- 
tribution system for a period of 10 
years. Purchase is to commence not 
more than 30 days after October 15. 
Gas will be supplied from wells drilled 
on a 300-acre lease two miles north of 
the community. 

Brownwood also is supplied natural 
gas from two wells in the Watt tract, 
four miles west of the city. 


= # 
SEC Amends Rules 


The Securities and Exchange Com- 
mission has amended its rules under the 
holding company act to permit the sale 
of utilities’ properties and securities to 
a federal or state government without 
securing its approval. 
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| Figs *, | MacEVOY COURT, at Roseville and Seventh 
abi “eer oe x ee nF. Avenues, Newark. This newest and largest 
er o- neh i apartment building in New Jersey is the last 

a oe word in modern convenience and comfort. 
—er | Ready for occupancy October 1, 1938. 


POSE OE ET CE ce Tre Rabe nn eae ae OT TT Oa OT LL ELI nn 
hy Sora ge Ber 


ANOTHER LEADING APARTMENT JOINS THE SWING TO SERVEL ELECTROLUX... 


GAS REFRIGERATION CHOSEN 
FOR NEW JERSEY’S NEWEST AND 
LARGEST APARTMENT HOUSE 


ONLY SERVEL ELECTROLUX 
IS ALWAYS SILENT 


because it freezes with 
NO MOVING PARTS! 


RESULT— you get all these advantages: 


Sa 


@® PERMANENT SILENCE 

® CONTINUED LOW OPERATING COST 
® NO MOVING PARTS TO WEAR 

® MORE YEARS OF SERVICE 

@ SAVINGS THAT PAY FOR IT 


 SERVEL * 


gas and gas service. Servel, Inc., Evansville, Ind. | 
ELECTROLUX 


Sel Wee Lefugerilr rut Gas REFRIGERATOR 


THEY HEAR ABOUT BUT NEVER HEAR 


SER VEL Electrolux, the gas refrigerator, is making headway 
among leading builders across the nation. This different 
refrigerator is being specified because tenants want the 
advantages only freezing with no moving parts can give... 
and because builders know they can rely on Servel Electrolux 
for tenant satisfaction. It’s building sales and goodwill for 
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ALL SPRAGUE METERS ARE TESTED 
FOR ACCURACY IN A MODERN AIR AND 
TEMPERATURE CONTROLLED PROVING ROOM 


@ } 
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A STEP FORWARD IN ELIMINATING HAZARDS 
OF CHANCE AND OBTAINING THE ULTIMATE 
IN UNIFORMITY OF PERFORMANCE 


MAKING IT POSSI- 
BLE TO ATTAIN 
STANDARD ACCU- 
RACY OF MEASUR- 
ING GAS TO AN 
UNQUESTIONABLE 
DEGREE. 


& CS CRA TMT owes 


MODERN METERS, BUILT AND PROVED THE 
MODERN WAY, MAKE FOR DEPENDABILITY, 
ACCURACY, LONGER LIFE, AND*LOWER 


MAY OPERATING COSTS. 
We WN MAM Lo. PS ORR Age SPA ON RRR PTI 
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